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DEC 2 8 1935 
Business Is Good! 


October 1935 surpassed in volume produced, by more than 17 
per cent, the peak month in the Company's history. This high 
record of the Company's producers is evidence of the contin- 
ued upward trend of general business. 


It is evidence that the public are expressing in a substantial 
and concrete way their appreciation of Life Insurance. 


It is a compliment to the organized and persistent work of an 
enthusiastic field staff. 


It is a promise of a great future for the Life Insurance business 
in general and for the representatives of the Ohio National 
Life Insurance Company in particular. 


With better business conditions and greater appreciation of 
Life Insurance on the part of the buying public, and helpful 
Home Office services, the Ohio National field staff are planning 
for their best Life Insurance year during 1936. 


Home Office services to the Ohio National salesmen include, in 
addition to the modern and up to date policy contracts, a prac- 
tical Home Office Sales Course; an App-A-Week Club with 
members having 347 consecutive weeks to their credit; a field 
organization known as the Builders Club which meets bien- 
nially with all expenses paid; a One-Two-Three Club which 
helps the salesman to do better prospecting, to control his time 
and to improve his sales presentations; a circulating library 
which makes available to the salesman without cost, all the 
books on Life Insurance subjects of interest to the salesman; 
Home Office briefing service which helps the salesman to close 
difficult cases and materially increase his production. 


For a General Agents Contract Write to 


John H. Evans, Vice-President 


The Ohio National Life 


Insurance Company 


Cincinnati, Ohio 
T. W. Appleby, President 


FRIDAY, DECEMBER 27, 1935 








No father:..10 pay-checks ‘ 


vgn hehe 





“Will my children 
enjoy next Christmas 


through a shop window?’’ 


THAT’S the question thousands of fathers are asking 
themselves as they read this Union Central advertise- 
ment. They realize that things change mightily in fam- 
ilies that fate makes fatherless! 


Many of these fathers are now buying a new kind of 
life insurance—from Union Central representatives. 
Under this new Multiple Protection Plan, a man can 
leave his family money every month, at a cost he can 


afford. 


Sound advertising of a practical insurance plan like 
this one, helps to build Union Central agents’ sales. 
Indeed, life insurance sales for Union Central in the first 
10 months of 1935 were 16% ahead of the same period 
of 1934, 46% of the 1935 sales were Multiple Protection. 


The 


UNION CENTRAL 


Life Insurance Company 


CINCINNATI 











UNIQUE VERSATILITY 
of SALES . EQUIPMENT 


coupled with Individualized Distribution 
Service, endows the Pacific Mutual under- 
writer with superior confidence, born of the 
knowledge that 


For Every Personal Insurance Need 
“There’s a Pacific Mutual Plan 
That Fits”’ 


Participating AND Non-Participating Facilities 
Standard Life and Endowment Policies 


"'B-WAY" Life Insurance (Accident, Sickness, 
Accidental Loss of Sight or Limb, Old Age 
and Death covered in one policy-unit) 


Non-Participating rate, 


Life Expectancy minimum cost Plans 


Modified Life 


5 and 10 Year Term—annual dividend OR non- 
participating 


Term Expectancy ! 


Retirement Income WITH Immediate Insurance 
Retirement Annuities 


Life Annuities (single life AND joint and sur- 
vivor) 


Family Income Protection (in conjunction with 
regular policies) 


Sub-standard Insurance 
Non-Cancellable Disability Income Insurance 


Modern Accident Insurance for Men and 
Women 


Medical Expense Reimbursement Plans 


Founded 1868 


acitc Mutual Life 


Jnsurance Company srumny 


: George |. Cochran A. N. Kemp 
Chairman of the Board President 
Home Office Assets 


Los Angeles, California Over $205,000,000 
Offices in principal centers 
in 42 states 
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Tax Appeal Board 
Rules on Reserves 


Equitable of New York Appeals 
Deficiencies Set by Revenue 
Commissioner 


ENTITLED TO DEDUCTION 


Defines Reserves Under State Laws as 
Conforming with Federal Revenue 
Act Provisions 


WASHINGTON, D. C., Dec. 24.— 
Further definition of the extent to which 
insurance company reserves required 
under state laws are in conformity with 
the requirements of the insurance pro- 
visions of the federal revenue acts was 
announced by the United States Board 
of Tax Appeals last week in an opinion 
covering the appeal of the Equitable 
Life of New York. 

The company had appealed from de- 
ficiences determined by the commis- 
sioner of internal revenue of $60,920 for 
1924, $64,365 for 1925, $157,006 for. 1926 
and $10,130 for 1928, all of which hinged 
upon whether certain so-called reserves 
required by state laws are reserves re- 
quired by law within the meaning of 
the revenue acts. 

Entitled to Deduction 


The company, in compliance. with 
state laws, maintained a reserve in re- 
spect to its noncancellable accident and 
health policies, the purpose of which was 
to hold the excess of the net annual 
premiums over the annual claim costs 
of the earlier years of such policies 
against the excess of the annual claim 
costs over the net annual premiums of 
their later years. The board held this 
to be a reserve required by law under 
the revenue acts and that the company 
was entitled to a deduction of 4 percent 
on the mean of the reserve held by the 
company at the beginning and end of 
the taxable year. 

Reserve on A & H 

The company also maintained a re- 
serve in respect to its cancellable and 
noncancellable accident and health poli- 
cies, 10 percent of which was to provide 
funds for the payment of accrued bene- 
fits in respect to accidents and sickness 
which occurred and began in the past, 
and 90 percent to hold funds in reserve 
for benefits that might become due in 
the future in respect to indemnity pay- 
ments in case the disabled policyholder 
survives and the disability is permanent. 
The board held that 90 percent of the 
fund was a reserve required by law and 
the company was entitled to a deduc- 
tion, but that the commissioner erred 
in allowing a deduction in respect to 10 
percent of the mean of the reserve. | 

Under state laws, the company main- 
tained a reserve in respect to declared 
dividends left with it by policyholders 
to accumulate with interest. This the 
board held not to be a reserve required 
by law and the company not entitled 
to deductions in respect to such reserve. 








Investment Issue Held 
Spotlight During Year 





NEW YORK, Dec. 24.—Despite such 
contenders for the spotlight as increased 
taxes, the social security act, the elim- 
ination of part-time and. incompetent 
agents, recruiting difficulties, or the un- 
derwriting of air travelers, the invest- 
ment question appears to have domi- 
nated the life insurance news of 1935 
much as it did in 1934. Companies are 
closing their books for the year with 
the lowest net interest rates on invested 
assets they have ever recorded. 


Underwriters Realize Fact 


The low level of interest, particularly 
on funds newly invested or reinvested, 
affects more than just the actuarial or 
financial departments. The agent feels 
its effect in dividend scales or premium 
rates; in annuity premium rates and 
limits; and in the strictness with which 
underwriting standards must be applied, 
since there is scant margin in invest- 
ment profits to counteract poor mortal- 
ity. 

The underwriting and medical de- 
partments are very conscious of this lat- 
ter point, much as they might like to 
let down the bars a little and make 
things easier for the agent. The home 
office administrative department also 
must keep in mind the absence of the 
usual investment profit margin and scru- 
tinizes all details of the company’s op- 
erations for ways to save money on the 
expense loading. , 

In a sense, somé of the other mani- 
festations of 1935—increased taxes, the 
social security act, and the elimination 
of part-timers, for example—had a con- 
nection with the difficulty of earning a 
normal return on invested assets. The 
effect of higher taxes is equivalent to a 
lower interest return, except that in the 
case of federal inconae taxes, which are 
based on interest earnings, the increase 
in the rate of tax costs relatively less 
during a period of low interest earn- 
ings. The social security act will ne- 
cessitate large outlays by home offices 
and agencies for all salaried employes, 
even though it appears that agents on 
commission will not be deemed in all 
states employes under the act. 


Eliminating Agency Waste 


The elimination of part-time agents 
in urban centers and dropping men for 
low production should have the effect of 
cutting down needless expense, since it 
is in the supervision ofthese marginal 
agents that considerable expense is in- 
volved in comparison with the business 
obtained. 

From early in the year down to and 
including the present social security 
act has received a large share of atten- 
tion from life men, entirely apart from 
increased operating costs due to pay- 
ment of pension and unemployment in- 
surance premiums to the government. 
Some have taken the view that the se- 
curity act would give the life insurance 
business much the same sort of stimu- 
lus as the war risk insurance did im- 
mediately after the war. Others feared 
it would be an entering wedge by which 
the government would cut into the pri- 
vate companies’ business. Refusal of 
Congress to provide that 





schemes as liberal as the government’s 
may be used instead of the federal plan 
brought the writing of group pension 
business by insurance companies to a 
standstill and created a large readjust- 
ment problem so that, where desired, 
existing private plans could supplement 
the government system. The proposal 
for voluntary individual annuities, the 
main competitive threat outside the re- 
fusal to exempt private pension plans, 
was dropped. 

Another governmental threat to life 
insurance was a proposal to tax all life 
insurance proceeds. This was. elimi- 
nated, however, and as Congress closed 
it appeared likely that a plan to have life 
insurance, or other property, earmarked 
for payment of federal estate tax, made 
exempt from estate tax would receive 
favorable consideration at the next ses- 
sion of Congress. 


Commissioner Reed is Out 


LOUISVILLE, Dec. 24.—Announce- 
ment was made this week of the resig- 
nation of McKay Reed, of Louisville, as 
insurance commissioner; and of G. B. 
Senff, of Mt. Sterling, Ky., assistant or 
chief deputy, who formerly held Mr. 
Reed’s post. 

The resignations were part of a whole- 
sale list of resignations by state depart- 
ment heads, commissioners, etc., follow- 
ing request by Governor Chandler, who 
has apparently undertaken to clean out 
heads of practically all departments. 
Whether new men will be named now, 
or appointments will be held up until 
after the close of the legislature, which 
convenes Jan. 2, is not known. 





November Ordinary Sales 
Show a 4 Percent Gain 








November ordinary sales increased 4 


percent, according to the Sales Research 


Bureau. Of the companies reporting 62 
percent showed gains. The Pacific states 
showed a 13 percent gain in November, 
the west north centrar 10 percent, south 
Atlantic 9 percent and the east north 
central and mountain 6 percent. The 
east south central and west south cen- 
tral states were the only sections not 
showing gains. Sales soared in Dela- 
ware with an 82 percent gain. South 
Dakota showed a 39 percent gain. Other 
states making substantial increases are: 
New Hampshire 29 percent, Indiana 14, 
Michigan 12, Minnesota 25, Iowa 14, 
North Dakota, 20, Nebraska 14, District 
of Columbia 27, West Virginia 23, Mon- 
tana 15, Wyoming 22, New Mexico 25, 
Arizona 14, Oregon 20, California 16. 


Smaller Companies Fare Well 


Los Angeles led the cities in increases 
with a 27 percent gain in November or- 
dinary, followed by Cleveland with 17 
percent, Detroit 10 percent, Chicago 5 
percent, New York 4 percent, Boston 3 
percent, Philadelphia 1 percent. St. 


private | Louis sales were off 12 percent. 





Agents Are Placed 
Under D. of C. Act 


Subject to Unemployment Com- 
pensation Tax, Official 
Board Rules 


PREPARING REGULATIONS 


Agency or Company Must Pay Levy 
for Social Security, as Two 
May Agree 


WASHINGTON, D. C., Dec. 24.— 
Insurance salesmen are employes and 
their earnings are subject to tax under 
the District of Columbia unemployment 
compensation act, the Unemployment 
Compensation Board of the District will 
rule in regulations which are now being 
prepared to be ready for distribution in 
about a week. 

The insurance salesman’s tax, the 
board has decided, is to be paid by his 


agency or company, as the two may 
agree. The same rule applies to other 
salesmen. 


Briefs Held Opposite View 


This decision is contrary to the con- 
tention in briefs filed recently with the 
board by the Association of Life Insur- 
ance Presidents and American Life Con- 
vention. 


templated in the social security legisla- 
tion. Many court decisions to the effect 
were cited, especially involving cases 
originating through an effort to have life 
agents declared eligible for workmen’s 
compensation benefits. The decisions 
uniformly found that life agents did not 
fall within the province of the work- 
men’s compensation acts of the states, 
mainly on the theory they were “inde- 
pendent contractors.” 


Serves as Precedent 


Life company officials, general agents 
and agents had felt the case for indus- 
trial life agents might not be tenable, 
but they were confident that ordinary 
agents on commission would be relieved 
from necessity to contribute to the funds 
for social security. The District of Co- 
lumbia decision undoubtedly will carry 
great weight in setting the status of 
agents in other jurisdictions under social 
security legislation. 








The smaller companies reporting 
showed a 7 percent increase in Novem- 
ber, while those with over $400,000,000 
in force showed a 4 percent increase. 
Companies with less than $150,000,000 
in force have been more active in the 
last 11 months and have an average in- 
crease of 9 percent with 77 percent of 
the companies gaining. In the $150,000,- 
000 to $400,000,000 in force class, 53 per- 
cent of the companies showed gains in 
the first 11 months. In the group with 
over $400,000,000 in force, 69 percent 
showed increases. 
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Review of 1935 Shows 
Brilliant Record 


Marching along with general recov- 
ery, life insurance in 1935 spread its pro- 
tective wings over an enlarged sphere of 
financial and economic influence and 
business and individual security. While 
the depression took a terrific toll and 
left many wounds in its wake, it may be 
observed thaf the institution of life in- 
surance successfully met the challenge 
of that era. It withstood the severest 
tests of the times and merely carried on 
with its every day business as it had for 
many years before. The depression rec- 
ord of life insurance will stand to its 
lasting glory. : 

A revived business era is definitely 
here. Manufacturing, mercantile, finan- 
cial, and agricultural reports reflect a 
steadily improving condition. Where 
fear once stalked, confidence now pre- 
vails. The new era finds the institution 
of life insurance awake to its broadened 
opportunities and responsibilities, mind- 
ful that it shares the confidence and sup- 
port of the American public. 


Increased New Business 
Totals 14% Billions 


New life insurance, of the ordinary 
class, excluding weekly premium indus- 
trial and group insurance, placed upon 
the books in 1935, will amount to ap- 
proximately $14,500,000,000. This repre- 
sents an increase of about a half billion 
over 1934, or slightly more than 3.5 per- 
cent. While it is true that this is not a 
substantial gain and falls short of in- 
creases in some lines of industry, the 
figures reflect favorably upon the year’s 
work. There were undoubtedly some 
things that the American people wanted 
first, when the money stringency less- 
ened—some things they had done with- 
out for a few years—and while life in- 
surance was bought, the amount of it 
was diminished somewhat, as a result. 
That a further relaxing of the money 
stringency now prevails is manifest. 
That life insurance protection will be in 
greater demand and that it will be sold 
in large volume in 1936 appears to be a 
certain consequence. The trend away 
from annuities and a return to life in- 
surance coverage, which developed dur- 
ing the past year, is expected to con- 
tinue and become more pronounced in 
the immediate future. 

Before the depression set in, the total 
life insurance in force, exclusive of fra- 
ternal benefits, had reached the impres- 
sive sum of $103,000,000,000. Depres- 
sion adversities gradually whittled that 
amount down to $97,000,000,000 at the 
end of 1933. A little over a year ago 
this downward trend halted, and the 
gain in insurance in force since that time 
will lift the total at the end of 1935 to 
slightly above $100,000,000,000. Not 
only increased new business from the 
agency forces but receding terminations 
and conservation of old business have 
been contributing factors toward the 
rising volume of insurance in force. 


Business May Solve 
The Investment Problem 


Notwithstanding the heavy deflation 
of the depression years, the total assets 
of the companies climbed steadily dur- 
ing that period, from a total of $17,- 
482,000,000 at the end of 1929 to ap- 
proximately $23,200,000,000 at the close 
of the present year. Of course, the in- 
vested assets of the companies suffered 
some losses, especially in the trying ex- 
perience of 1933, but adjustments made 
up to and including that year were only 
a small percentage of the total assets. 
A considerable part of such adjustments 
were temporary or so-called paper 
losses, which will be substantially re- 
stored by the processes of recovery. 

In conformity with state regulatory 
laws, life companies have invested their 


mainly to depression influences, such as 
foreclosures, state moratoria, and the 
competition of the federal government, 
there has been a sharp decline in mort- 
gage holdings, although new mortgage 
investments of the companies this year 
will be approximately three times thé 
1934 total. On the other hand, bond 
holdings have to a large extent taken 
up the mortgage shrinkage. Heading 
the list of increased bond holdings are 
United States government bonds, fol- 
lowed by municipal securities and pub- 
lic utility issues. In the dilemma in 
which investment officials find them- 
selves, a ray of sunshine may be found 
in industrial corporation issues, although 
this is no brief for the “industrials.” 

Real estate holdings increased con- 
siderably during the depression period 
but are still less than 10 percent of 
total assets, and the amount is now de- 
creasing. Policy loans, over which the 
companies have virtually no control, 
have declined in amount so that now 
they are nearly back to what has been 
considered normal—i5 percent of total 
sassets. What new course life insurance 
investments may take will depend 
largely upon business and government 
influences, but safety, coupled with fair 
return, will continue to be the watch- 
word of the investment officers of the 
companies. 

Linked closely with the investment 
problem is the reduced interest return 
now prevailing and its effect on divi- 
dends of the participating companies 
and premium rates of the non-parti¢- 
ipating group. Also concerned in this 
picture is the reserve basis of companies 





Annual Review 











CLARENCE C. KLOCKSIN, Milwaukee 


Clarence C. Klocksin, legislative coun- 
sel of the Northwestern Mutual Life at 
its head office, continues the annual re- 
view of life insurance that was started 
by his esteemed predecessor, the late 
Henry F. Tyrrell. Mr. Tyrrell some 
years ago inaugurated the custom of 
getting out a backward look over the 
year, giving some of the highlights on 
life insurance. 

Last year Mr. Tyrrell, laid low, was 
not able to make the contribution and 
accordingly his assistant, Mr. Klocksin 
did it for him. The Northwestern Mu- 
tual Life appreciating the usefulness of 
this review has decided to continue the 
practice not only for its value to those 
interested but also as a memorial to 





funds in two major classes of securities 
—real estate mortgages and bonds. Due 


Life Insurance Setting 


By Clarence C. Klocksin 


Legislative Counsel Northwestern Mutual 


that have maintained the higher reserve 
rates. That the trend in interest rates 
is downward is all too true, but that the 
signs of today will be the eventualities 
of tomorrow is open to conjecture. 
Many considerations enter into the mat- 
ter, but money supply and demand 
always has been the primary influence 
upon interest rates. The forces that 
now prevail may be reversed within the 
short space of one year. If and when 
that happens, we may expect more fa- 
vorable interest returns. 


Mortality Trends More 
Favorable than in 1934 


Affecting also dividend apportionment 
is the mortality experience of the year. 
The general mortality of 1935 will be 
slightly more favorable than it was a 
year ago. Deaths both from natural and 
external causes were less. For the first 
time in ten years cancer has claimed a 
reduced number of victims. On the 
other hand, influenza, hard to control 
due to its epidemic character, took more 
lives than in 1934. Of external causes, 
suicides decreased even more the past 
year than the marked decline in 1934 
from the peak of 1932. Automobile 
deaths are somewhat lower, although 
the approximate total of 35,000 victims 
is appalling. Considering increased car 
registrations, the decline must be at- 
tributed largely to the vigorous safety 
campaigns that were launched through- 
out the country during the year. 

The public interest in security, en- 
hanced both by press and political dis- 
cussions, has been utilized increasingly 
by life underwriters as an approach to 
sales for other, more immediate, needs. 
The commendably selfish appeal to men 
and women—and even to juveniles— 
that it is never too early to commence 
thinking in terms of income for one’s 
old age, has been a means of getting 
policyholders and prospects alike to 
evaluate. life insurance holdings and 
proposed programs in the light of what 
cash values at 60 or 65 would do for 
them and dependents if they survived 
the “years between.” 


Insurance Commissioners 
Have Momentous Year 


The permanency of the service—the 
fact that one cannot die too soon or live 
too long with life insurance—has met 
with increased favor among a majority 
who appreciate this dual guaranty. 
There is a new faith in what can be 
done by the thrifty individual, through 
life insurance, for himself and depend- 
ents, as contrasted with what may hap- 
pen if he leaves these vital problems 
to the whim and caprice of constantly 
changing public opinions as reflected in 
legislative plans to accomplish the same 
things. If one fact, therefore, stands out 
above all others, from the salesman’s 
point of view, it is that life insurance 
stewardship and sacred trusteeship have 
demonstrated that quality is more im- 
portant in a life-long financial program 
than in any other service or commodity 
one buys. 

The past year was a momentous one 
for the National Association of Insur- 
ance Commissioners. Beginning with 
the commissioners’ meeting in Seattle 
last July, the supervising officials from 
western and southern states, after gain- 
ing control of the official structure of 
that time-honored organization, fol- 
lowed almost immediately with a de- 
mand for a “new deal” in examination 
of companies. Several sectional meet- 
ings were thereafter held, and a definite 
plan for convention examinations de- 
veloped, and the issue was carried to the 
recent meeting of the commissioners in 
New York City. 

When the state officials gathered in 





the beloved Henry Tyrrell. 


the nation’s metropolis, a serious im- 


passe loomed, but after mature ang 
wise deliberation, a special committee 
agreed upon and reported out a resoly. 
tion providing substantially for conven. 
tion examinations in cases of companies 
transacting business in more than three 
states. The resolution won prompt 
adoption, and a sub-committee was ay. 
thorized to make further study of the 
matter on the basis thereof and report 
at the June, 1936, meeting in St. Paul, 
Minn. An amendment to the by-laws 
adopted at the New York meeting 
changed the name of the commissioners’ 
organization to National Association of 
Insurance Commissioners. The effective 
and efficient functioning of this associa- 
tion is a real blessing to the institution 
of insurance. 

The year witnessed an abatement of 
the rating controversy when the lead. 
ing exponent of life company ratings 
announced a discontinuance of alpha- 
betical ratings in lieu of specifically in- 
dicating in its reports those companies 
which the publisher considers entitled 
to its endorsement. 


Heavy Legislative Year 
Both State and Federal 


The year was an eventful one from 
the standpoint of legislative develop. 
ments, both state and federal, affecting 
life insurance companies. Forty-four 
state legislatures held regular sessions, 
and special sessions were called in 16 
states. In addition, the national Con- 
gress held one of the longest and most 
important sessions in its history. Taxa- 
tion proposals in state legislatures 
throughout the country caused the grav- 
est concern to the companies early in 
the year. While increased premium tax 
measures were many, there was a veri- 
table deluge of income tax and other 
revenue seeking measures dropped into 
the legislative mill. An effective resist- 
ance by insurance interests to these ad- 
verse tax schemes prevented all but a 
few of these proposals from passing. 

The year’s legislative developments, 
however, must serve as a solemn warn- 
ing to the institution of life insurance to 
formulate some plan whereby the mil- 
lions of its policyholders, who shoulder 
the tax burden, are informed of the im- 
pending danger. In this connection, it 
is interesting to note that the National 
Association of Life Underwriters has 
undertaken an organized campaign of 
education and information among life 
insurance policyholders, with the taxa- 
tion menace as the primary objective. 
The association’s campaign has already 
begun in several of the states. 


The National Congress 
Influences Measures 


In passing upon state legislative de- 
velopments, it should be emphasized that 
not all new legislation is bad. Much of 
it has been helpful and constructive. 
The investment laws of the states gen- 
erally, as developed over a long period 
of years, have laid much of the solid 
foundation of life insurance. So too, the 
non-forfeiture and standard policy pro- 
visions adopted from time to time have 
given strength as well as uniformity to 
life insurance contracts. Recent codifi- 
cation of insurance laws in a number of 
states, and the tendency in others to set 
up insurance codes, will be of invaluable 
benefit in clearing the atmosphere of 
the many obsolete and inconsistent pro- 
visions that have confused even insur- 
ance lawyers. 

Long before the share-the-wealth tax 
bill was introduced last summer, the 
Congress had before it for consideration 
the social security program, the utility 
holding company bill, the railroad re- 
organization measure, the amended ver- 
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Smaller Estates 
Due for Tax Action 





But Reported Proposal Would 
Exempt Insurance for 
Tax Payment 


FINANCE EXPERT SPEAKS 


Life Men Should Favor Tax Increases 
as Only Alternative to Inflation, 
Dr. Dewey Says 


NEW YORK, Dec. 24.—Federal 
estate taxation of smaller estates, miti- 
gated somewhat by exemption of life in- 
surance earmarked to pay the tax, is 
reported to be under consideration by 
the federal government, Dr. L. E. 
Dewey, assistant professor of finance at 
New York University, told members of 
New York Chapter, C. L. U., at their 
December meeting. A proposal to ex- 
empt earmarked insurance failed of pas- 
sage at the last session of Congress. , 

Whether the next administration is 
Republican or continues Democratic 
governmental expense will necessarily 
be so large that increased taxation will 
be necessary if the budget is to be bal- 
anced, Dr. Dewey warned, the only al- 
ternative being inflation, which would be 
far more harmful than taxation. 


Indirect Taxes Feared 





Since taxation is primarily a matter of 
practical, political expediency—plucking 
the goose so as to cause the least 
squawking—it is unlikely that there will 
be any attempt at a large increase in 
direct taxation at the coming session of 
Congress by either Republicans or 
Democrats, with the election so close at 
hand, Dr. Dewey predicted. Instead he 
foresees a sharp increase in estate taxes 
—since the dead are not in a position to 
complain—and in indirect levies, such as 
those now made on tobacco, telephone 
conversations, or automobile tires, since 
the individual doesn’t realize he is pay- 
ing them and hence doesn’t raise much 
of a fuss. 

Other sources of tax are not only 
likely to be politically inexpedient but 
do not offer very much in the way of 
possible revenue, he said. Industry is 
already being taxed to the point where 
the earning power of invested assets is 
seriously threatened. Soaking the rich 
would produce less than is generally be- 
lieved. Dr. Dewey cited figures in- 
dicating that if everyone were taxed 
100 percent of any income above $5,000 
a year the average increase in annual 
income to the rest of the population 
would be somewhere between $9 and 
$30 a year. ; 

Life insurance men should favor in- 
creased taxation, Dr. Dewey said, since 
it is the only alternative to inflation. It 
is quite likely that there will be further 
heavy increases in taxation, he said, 
since it is the policy of all secretaries of 
the treasury to reduce the public debt. 
He conceded that because of the re- 
markable recuperative powers exhibited 
by the United States in the past. a re- 
turn of prosperity might be sufficient to 
make the tax burden considerably less 
Onerous than it now appears that it 
will be. 


Defaulted Municipal Bonds 
_The Municipal Finance Officers Asso- 
ciation, 850 East 58th street, Chicago, 
has published a book entitled, “De- 
faulted Municipal Bonds.” This seems 
to be the first attempt to list all munici- 
pal defaults for the last hundred years. 
It shows not only defaults classified by 
States, cities and counties within the 








state but also a citation to the legal 


Buckner Predicts Bigger 
Life Gains Next Year 





“Improved business conditions and a 
revival of public confidence during the 
past year lead me to anticipate still fur- 
ther gains in 1936,” Thomas A. Buck- 
ner, president of the New York Life, 
stated in reviewing life insurance devel- 
opments of 1935. 

“During the past year there was a 
moderate but encouraging increase in 
the volume of new life insurance issued 
by the company. A declining trend in 
lapses, surrenders and policy loans, to- 
gether with an increase in repayments 
of policy loans, evidently reflects an 
imnprovement in the genneral financial 
situations of our policyholders. 


Income Continued Large 


“Cash income continued large. There 
was a heavy demand for single premium 
contracts from persons desiring to in- 
vest large amounts of surplus funds, 
but owing to our more limited oppor- 
tunities, at the present time, for invest- 
ing in high grade securities at a satisfac- 
tory rate of interest, it was found neces- 
sary to lower the limits on the amounts 
we would accept as single premiums. 
The large demand for single premium 
policies testifies to the confidence of 
careful investors in the well-managed 
life insurance companies. 








cases, publications, etc., where further 
information can be found. Carl H. 
Chatters, executive director, appeared 
before the Financial Section of the 
American Life Convention at its last 
annual meeting in Chicago and gave a 
talk that attracted much attention. 





“For a reversal of the present down- 
ward trend in interest rates on high- 
grade securities, we must look forward 
to the stimulation of general business 
with an increased demand for capital 
such as usually follows recovery from 
a period of economic depression. Real 
estate and rental values showed signs 
of improvement. 


Mortality Favorable 


“Mortality during the year was favor- 
able, although automobile accidents con- 
tinued to account for heavy death losses. 
There was a continued increase of pub- 
lic interest in retirement income con- 
tracts and a healthy trend towards poli- 
cies providing insurance protection up 
to the time the policyholder plans to 
retire. 

“With the exception of interest rates, 
the general trends during the year were 
favorable and lead me to look forward 
to 1936 with confidence.” 


St. Paul Is Prosperous 


ST. PAUL, MINN., Dec. 24.—When 
the books are closed on 1935 business 
by life insurance agencies in the St. 
Paul area, gains ranging from 5 to 40 
percent over 1934 will be recorded. 
Practically every agency in this terri- 
tory reports better business this year 
than last and the year closing quite 
strong. Improved farming conditions 
and increased employment in the cities 
have been reflected in larger life insur- 
ance sales. Prospects for 1936 are re- 
ported as favorable for a continuation 
of the 1935 trend. 








Association of Life 
month :— 


holders, 63,000,000. 


Independence Square 





A HAPPY NEW YEAR 


Tremendous among any type of national figures were 
the statistics presented at the annual Convention of the 
Insurance Presidents 


Amazing was the $101,000,000,000 of life insurance in 
force. Heartening was the approximated paid-for produc- 
tion of 1935—$14,500,000,000. Grand roster of policy 


Too, the resources of the companies are, roundly, $23,- 
200,000,000, exceeding those of 1929 by $5,700,000,000. 

More than $2,600,000,000 were paid in 1935 to policy- 
holders and to beneficiaries—$1,700,000,000 to the former, 
and $900,000,000 to the latter. 
ning with 1930, $16,000,000,000 plus. 

This improvement may be considered a prophetic sign 
of a still more majestic achievement in 1936. Our life under- 
writers may well expect “A Happy New Year.” 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


early this 


And for the six years begin- 


Philadelphia 











Dead Line Is Near 
For Part-Timers 


Many Urban Contracts Already 
Canceled Under Agency Prac- 
tices Agreement 


VOLUME LITTLE AFFECTED 


Low Prcduction Is Also a Cause of 
Many Agents Being Dropped by 
Signatory Companies 


NEW YORK, Dec. 24—Next Tues- 
day midnight will mark the official zero 
hour for the thousands of urban part- 
time or low-production agents of com- 
panies who signed the agency practices 
agreement of the Life Agency Officers’ 
Association. The weeding-out process 
has been going on steadily since the 
agreement was signed and many agents 
given the opportunity of becoming full- 
time agents, if they were part timers in 
cities of 50,000 or more, or raising their 
production if they were not producing 
enough, have either made the grade or 
have already been eliminated. 

What the total number of agents who 
will be eliminated will be or what per- 
centage it will bear to the total agent 
group of the companies involy:d is 
something which no one is willing to 
estimate. Vice-president Frank H,; 
Davis of the Penn Mutual Life, chair- 
man of the agency practices committee 
of the Life Agency Officers’ Associa: 
tion, said that it would probably be 
about Feb. 1 before figures would be 
available. 

At one home office it was said that 
cancellations of contracts for low pro- 
duction and for part-timer status would 
total about one-third of the number of 
contracts in force at the time the agree- 
ment was signed. At the same time it 
must be borne in mind that many of 
these part-time and low-production 
agents would have been canceled any- 
way or drifted out of the business. 

At another large representative com: 
pany it was said that its production 
from part-timers in cities of more than 
50,000 constituted only 2 percent of its 
total annual volume. Exact figures on 
low-production agents were not avail- 
able, but would obviously be a very 
small part of total production. 

A great deal of credit for the inter- 
est in eliminating part-timers, lowpro- 
duction agents, and in raising standards 
of agent selection generally is due to 
the work of T. M. Riehle, associate 
manager in New York City of the Equi- 
table Life of New York, when he was 
president of the National Association 
of Life Underwriters. He campaigned 
vigorously for this measure and suc- 
ceeded in focusing attention on the 
problem caused by the presence of a 
type of agents who not only compete 
with abler and better-informed men but 
who tend to cheapen the business by 
giving the idea that anyone at all can 
get a license to sell insurance “on the 
side.” 


Reports Detroit Production 


DETROIT, Dec. 24.—Paid life insur- 
ance in the Detroit area in November 
shows an increase of 15.3 percent over 
the volume for October, says H. 
Thompson, secretary-counsel Associated 
Life General Agents and Managers. 
There is a decrease, however, of 6.6 
percent compared to November, 1934. 
Total production of 20 companies writ- 
ing about 40 percent of the total in No- 
vember, 1935, was $7,207,916 compared 
with $7,718,464, a year ago, and $6,248,- 
053 for the same agencies in October, 
1935. 
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California Companies and 
Agents Are Facing Problem 





STUDY STATUS OF PRODUCER 





To Hold Conference Dec. 27 on Aspects 
of State Unemployment In- 
surance Act 





Life companies operating in California 
are confronted with the perplexing prob- 
lem under the unemployment insurance 
law which goes in effect Jan. 1 whether 
contract agents come within the provi- 
tions of the act. Most companies believe 
agents are “independent contractors” 
and not affected, while several large 
companies, under the theory that agents 
are “employes,” are preparing to make 
proper deductions from agents’ commis- 
sions commencing Jan. 1. 


Agents Favor Inclusion 


These companies point to interpreta- 
tion of the California workmen’s com- 
pensation insurance act under which 
contract agents of companies are held 
to be “employes” as indicative of the 
status of life insurance agents in Cali- 
fornia. While some agents might object 


to this interpretation and prefer not to 
have the deductions made, the majority 
are in favor of coming within the scope 
of the act, it is said. 

Meanwhile, following a meeting of 
Samuel Leask, Jr., of the security re- 
serves commission, which will administer 
the unemployment act, with representa- 
tives of various industries, the insurance 
committee of the San Francisco Cham: 
ber of Commerce is considering the mat- 
ter with a view to presenting to the com- 
mission for consideration rules and reg- 
ulations for applying provisions of the 
act to the insurance business. 


May Ask for Assistance 


The commission has requested this be 
done by each of the various industries 
to obviate the necessity of arbitrarily 
setting up machinery without guidance 
by those affected. The insurance com- 
mittee of the chamber, of which F. A. 
Wickett, New York Life, is chairman, 
is contacting California home offices and 
plans to submit data to a special meet- 
ing of the San Francisco General Agents 
& Managers Association Dec. 27, after 
which recommendations will be made to 
the commission. 

In the interest of uniformity the As- 





sociation of Life Insurance Presidents 
and American Life Convention may be 
called on for interpretation and assist- 


the question exhaustively, and recently 
filed briefs in the District of Columbia 
which held life insurance agents do not 
|! come within the province of the unem- 
ployment compensation act. 


Ohio State Life Gives Honor 
Awards to Leading Agents 





The Akron agency Ohio State Life 
won the president’s silver trophy in the 
two month campaign by the field force 
in honor of President U. S. Brandt. B. 
B. Knight, general agent Roxboro, N. 
C., headed the list of individual pro- 
ducers. The four highest agencies, fol- 
lowing Akron, were Roxboro; Marion, 
O.; Toledo, O., and Youngstown, O. The 
Roxboro, Marion, Toledo, Los Angeles 
and Charleston, W. Va., agencies also 
were awarded special prizes for having 
paid more insurance than their quotas. 

Leading individual producers follow- 
ing Mr. Knight were C. C. Smith, 
Akron; A. M. Guay, general agent Los 
Angeles; M. D. Echickendantz, Akron; 
L. S. Shafer, general agent Indiana- 
polis; F. R. Maffei, Butler Pa. E. K. 
Townsdin, general agent Kansas City, 
leading producer has been made a mem- 





ance. These organizations have studied 


ber of the president’s club. 





Insurance in Force . 


Wiles oid wire 


REASONS — 











DURING PAST TEN YEARS 


(1924 to 1934) 
. . « Minnesota Mutual . 
All Companies. . . 
. . « Minnesota Mutual . 
All Companies. . . 





10. An understanding, co-operative, sympathetic Home 


1. A Liberal General Agency Contract— 8. A unique supervisory system— 
2. A Financing Plan for the Agency— 9. Accounting meth 
3. A Plan for Financing your men— just where you're heading— 
4. Unique Sales Helps— 
5. A Policy for every purpose—juvenile, women, group, Office— 
wholesale, etc.— 11. An old substantia 
6. A tested Organized Selling Plan— 
7. A detailed pian for finding—training men— command respect anywhere. 


If interested ask for booklet ““FACTS”’ ! 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 


—Not too big to KNOW YOU—Big enough to 
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I, Mutual Company—over 50 years 


Missouri State Life Policy 
Loan Restrictions Are Lifted 





GENERAL AMERICAN’S ACTION 





Policyholders May Make Loans Against 
Values Existing Prior to 
Aug. 28, 1933 





Effective Jan. 1, 8 months in advance 
of the minimum moratorium period 
provided by the purchase agreement 
terms under which the General Ameri- 
can Life asumed business and assets of 
the Missouri State Life, policyholders of 
the latter company may make policy 
loans against values which existed prior 
to Aug. 28, 1933, and receive the net 
proceeds in cash, it was announced by 
President W. W. Head of the General 
American Life. 

Mr. Head stated that the action was 
taken with the approval of the insur- 
ance department. Effective Jan. 1, poli- 
cy loans will be made upon the terms 
and conditions of the policy contracts, 
as modified by the purchase agreement 
Sept. 7, 1933, which provided that poli- 
cyholders making loans prior to Sept. 
1, 1936, against values now made avail- 
able, may be required to leave to the 
credit of the policy enough of such 
values to cover premiums and interest 
on policy indebtedness until the policy 
anniversary next following Sept. 1, 1936. 


Liquid Position Good 


There have never been any restric- 
tions on policy loans against values 
created by payment of premiums in cash 
since Sept. 1, 1933, at which time the 
General American Life assumed the 
business and assets of the old Missouri 
State Life. According to President 
Head, satisfactory progress has been 
made in the conversion of the assets 
acquired from the Missouri State Life 
into cash and liquid securities, while 
preserving sound opportunities for po- 
tential recoveries. Included in the com- 
pany’s assets Dec. 20, 1935, were (in 
round figures): Cash in banks, $6,500,- 
000; U. S. bonds, $9,000,000; state and 
municipal bonds, $1,150,000; other bonds 
and securities at book values substan- 
tially less than current market price, 
$16,500,000. In addition, the company 
holds mortgage loans, real estate and 
other investments carried at sound 
values established in 1933. 

Mr. Head reported that paid new bus- 
iness during the first 11 months of 
1935 showed a 40.8 percent increase 
over the first 11 months of 1934, The 
percentage of lapsation of old company 
business by termination and _ death 
showed decided decreases over last year. 


Agent Quota Qualifications 
Given Canadian Association 


—-—- 


TORONTO, ONT., Dec. 24.—At the 
Canadian Life Insurance Officers Asso- 
ciation meeting, J. G. Parker, Imperial 
Life, made the following recommenda- 
tions on behalf of the joint committee of 
company officers and agents, of which 
he is chairman: That in every instance 
where a license is being applied for on 
a probationary basis by a part time 


‘agent in an urban center, a covering 


letter from the nominating committee 
be submitted with the application form 
to the insurance department requested 
to issue the license; where a renewal of 
license is being applied for by an agent 
who did not write the required quota 0 
business during the preceding year, in 
the event the quota requirements ap- 
plied, the nominating committee should 
accompany the application for renewal 
with a covering letter setting forth rea- 





sons they believe a renewal should be 


' granted; that quota requirements be ap- 


plied to all new agents their first and 
second years, with ‘the exception of part 
time agents. 
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O’Malley Heads Special 


Examination Committee 





— 








R. EMMETT O’MALLEY 


Commissioner Read of Oklahoma, sec- 
retary of the National Association of In- 
surance Commissioners, announced the 
appointment of Commissioner O’Malley 
of Missouri as chairman of the recently 
authorized sub-committee of the exami- 
nation committee. Commissioner O’Mal- 
ley made the motion to appoint such a 
sub-committee at the December meet- 
ing in New York. Duties of the body 
will be to study ways and means of 
making examinations of insurance com- 
panies and report back to the conven- 
tion at the annual meeting in June. 
Other members of the committee will 
be named shortly. 








Eastern Agencies Will Meet 





One Thousand Expected at New York 
Convention of Northwestern 
Mutual Life Agencies 





The 21st annual convention of the 
Northwestern Mutual Life agencies in 
the New England, middle and south 
Atlantic states will be held at the Wal- 
dorf Astoria in New York City, Jan. 
3-4. An attendance of about 1,000 rep- 
resentatives of the general agencies in 
the eastern section of the country is 
anticipated. The committee in charge 
of arrangements consists of Roger 
Clark, general agent at Pittsburgh, 
chairman; E. T. Lothgren, Providence, 

. L3 V. A. Votaw, Scranton, Pa.: 
Glenn B. Dorr, New York City; Oliver 
M. Barres, Bethlehem, Pa., and Philip 
Cohen, Buffalo. George Kutcher, of 
Recht & Kutcher, and C. L. McMillen, 
both of New York City, are heading lo- 
cal committees. 


Officials on Program 


Home office officials who will appear 
on the program include M. J. Cleary, 
president; Edmund Fitzgerald, vice- 
president; Grant L. Hill, director of 
agencies; Nelson Phelps and Russell 
Thierbach, assistant directors. 

General sessions will be held Friday 
morning and afternoon, with a dinner 
dance that night. Another general ses- 
sion will be held Saturday morning, fol- 
lowing breakfast meetings of the C. L. 
J. group and the district agents sec- 
tion. During the morning there also 
will be a women’s session in charge 
of Mrs. B. H. Badenoch. President 
Cleary will speak at the closing lunch- 
eon Saturday. 

Leading agents of the territory who 
will appear at the general sessions in- 
clude Philip Cohen, Buffalo; Rowland 
Wilson, Pittsburgh; Forest Case, Brook- 
lyn; Meyer Goldstein, New York City; 
W. F. William, Meadeville, Pa. Harry 
Krueger, New York, will be chairman 
of the C. L. U. breakfast and J. W. 





Opens Home Office 
Sales Laboratory 





Home Life of New York Will 
Develop Potential General 
Agents 





TO BE PROVING GROUND 


Will Enable Members to Show Apti- 
tude in Absorbing and Applying 
Management Principles 





NEW YORK, Dec. 24.—The Home 
Life of New York has established a 
new section in its home office agency 
department, to be known as the sales 
division. It will function, to a large 
extent, as a training ground for poten- 
tial general agents of the company, who 
may be recruited from several sources, 
principal attention always being given 
to the advancement of men from the 
ranks of the company throughout the 
field, said Agency Vice-president C. C. 
Fulton, Jr., in making the announce- 
ment. It will also be used as a labora- 
tary for the proving of sales ideas and 
experiments before they are distributed 
to the company’s other agencies. 

The sales division will be under the 
management of Daryl D. Johns, who 
has had extensive experience in various 
phases of life insurance selling and man- 
agement and for the last year has de- 
voted his time exclusively to the com- 
pany’s home office agency department. 
The entire project will be under the di- 
rection of W. P. Worthington, superin- 
tendent of agencies, who will have close 
contact with all phases of the operation. 


To Be Proving Ground 


As a proving ground for sales ideas 
and experiments, the process contem- 
plates that the men taken into the di- 
vision wil! show their aptitude in 
adopting and putting to use the com- 
pany’s plans and their ability to make 
practical application of the principles of 
sound agency management through the 
development and supervision of sales 
units, Mr. Fulton explained. 

“The location in the home office 
building was selected in order that, dur- 
ing this process, the men operating in 
the sales division would be able to have 
a rather close relationship with the va- 
rious officers of the company, thereby 
facilitating their learning the back- 
ground, practices, and principles of 
the company itself,” said Mr. Fulton. 

“It is anticipated, of course, that defi- 
nite selling by the members of the or- 
ganization, and such producing agents 
as may be associated with it, shall as- 
sist in making it a self-sustaining unit 
so far as the expense of its operation is 
concerned. The sales division will not 
be in competition with the various es- 
tablished agencies of the company in 
New York City but plans to cooperate 
with those agencies in furthering their 
activities.” 


H. O. Claywell Is Manager 


H. O. Claywell has been appointed 
San Antonio manager for the California- 
Western States Life. He started with 
the Reliance Life and subsequently 
went to Mexico City, where he was 
agent and later agency assistant Sun 
Life of Canada. He then served with 
the Pan-American Life. 











Runk, Altoona, Pa. of the district 
agents’ breakfast. Dr. Henry Crane, of 
Scranton, will give the banquet address, 
and Prof. Hibert Greaves, of Yale, will 
speak Saturday morning. 














1. 


Happy 
New Vear 


TO INSURANCE SALESMEN— 


everywhere. The work you 
have done in 1935 will 
affect the destinies 
of American citizens. 
May 1936 bring you greater 
public acceptance and 
increasing prosperity. 

TO INSURANCE COMPANY 
OFFICIALS. May the 
brightening horizon 
be entirely cleared, 
and the path ahead made 
smoother for 1936 and 


the years to follow. 


BUSINESS )ygEN’S 
ASSURANCE (0. 








Kansas City, Mo. 


W. T. Grant, President 
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Twill Bigger Achievement 


EXT year this Company will celebrate its 

first quarter-century of service. It has 
won the confidence and good will of western- 
ers. It reviews a record of steady, conserva- 
tive progress, yet constant modernization of 
views and methods. 


*Direct liberal home office contracts for 
fieldmen. *Non-forfeitable renewals. *A com- 
plete line of policies. *Juvenile, women, 
group, wholesale, accident and health. *Proven 
organized selling plans. *Dynamic presenta- 
tions. *Sales aids for every situation. *Under- 
standing home office cooperation. *Really 
helpful instruction and supervision for new men. 
Write for details. 


Ray P. Cox, Vice President and Manager of Agencies 


California- Western States Life - 


Insurance Company 


SACRAMENTO CALIFORNIA 

















Again - - - 


the stamp of official approval is placed upon the 


PROVIDENT 


CHATTANOOGA, TENNESSEE 


@ “The Company was found to 


be in excellent condition” 


Such, the concluding paragraph of 
the official report recently made 
by the convention examiners. 


Robt. J. Maclellan, President 


PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga Tennessee 
“Protecting provident people since 1887” 
LIFE .*. ACCIDENT .:. HEALTH .*. GROUP 





Lincoln National Pays Huge 
Amount to Impaired Risks 





IMPAIRED RISKS ANALYZED 





More Than $33,500,000 Paid in 30 
Year Period, President 


A. F. Hall Says 





FORT WAYNE, IND., Dec. 24.— 
More than $33,500,000 in death claims 
has been paid by the Lincoln National 
Life on the lives of people who had 
some impairment—physical or other- 
wise—when they made their original 
purchase, A. F. Hall, president, declared 
in announcing the results of an analysis 
of death claims on impaired risks cov- 
ering the past 30 years. 

“This tremendous amount of money 
was made available to the wives and 
families of these people by modern 
scientific methods of insurance ratings,” 
Mr. Hall said. “Because of these im- 
pairments,” he said, “two-thirds of these 
people could not purchase insurance at 
the so-called standard premium rates. 

“The analysis which covered more 
than 7,000 claims reveals that the largest 
payments were made on the lives of 
policyholders who were accepted with 
the following impairments: Those who 
were seriously overweight or under- 
weight when they bought their insur- 
ance, $4,100,000; those with abnormal 
blood pressure, $3,250,000; with urinary 
albumen or casts, $3,100,000; with vari- 
ous types of heart murmur, $2,700,000; 
with cases of tuberculosis in their im- 
mediate family, $1,750,000. 

“It is interesting to note,” Mr. Hall 
stated, “that a larger number of deaths 
occurred among the group who had a 
tubercular family history than did 
among the group of those who actually 
suffered from tuberculosis and were 
sufficiently improved to be acceptable 
for life insurance. 

“From the standpoint of personal 
health it is significant that the impair- 
ments these people had at the time of 
buying their insurance were not in 
many cases the diseases that caused 
their deaths. The overweight classifica- 
tion is, in this connection, a good illus- 
tration. People are charged more for 
life insurance if they are overweight, 
not because excess fat in itself causes 
death, but because insurance mortality 
Statistics have shown increased death 
rates among overweights, probably due 
to the resulting overworking of certain 
organs and to a general weakened phys- 
ical tone of the entire body. This com- 
bines to make the body more susceptible 
to disease.” 





Better Planning in 1936 
Is Urged Upon All Agents 





Make fewer calls in 1936 but plan them 
better and make them more effective, 
was the advice of Harry Phillips, Jr., of 
the R. G. Engelsman Agency of the 
Penn Mutual Life in New York City at 
the New York City Life Underwriters 
Association’s closing business-getter con- 
ference. He does not believe in a small 
number of large cases, however, and 
though he has paid for more than a mil- 
lion dollars every year since he entered 
the business in 1931 he has averaged 
better than two paid cases a week. 


Urges Two Cases Weekly 


“You can’t be a good closer and sell 
only ten cases a year,” he said. “Two 
cases a week gives a rhythm to your sell- 
ing. You know just when to try for a 
close and when to pull out your foun- 
tain pen.” Planning, he said, is a hard 
job, but it is half the battle. To facili- 
tate planning he carries a pocket size 
loose-leaf notebook in which all clients 
and prospects are listed with all pertinent 
information. Since he has this notebook 
with him at all times, he can do his 











planning at home or in odd moments 
with no complication. Getting the book 





Leadership, Cooperation 
and Understanding 











Ss. T. WHATLEY 


The first of January, a gallon can 
with appropriate printed labels will be 
set up in each Aetna Life agency in the 
country. In the top will be a slit, and 
through that slit each man who writes 
an application will drop one penny for 
each $1,000. All this will be part of a 
two months’ selling campaign which the 
field has set up in honor of Agency 
Vice-President S. T. Whatley, who will 
complete three years in that position 
March 1. ] 

At the end of February, the contain- 
ers will be opened, and the contents used 
to buy a present for Mr. Whatley. It is 
planned that the gift shall be a special 
gold service emblem, which he may 
wear on a chain. 


Campbell at the Head 


The campaign was suggested, inaugu- 
rated and promoted by the field, with 
the general agents’ advisory council in 
charge. Gordon H. Campbell, general 
agent at Little Rock, Ark., is chairman, 
which has chosen as slogans for the 
campaign the three characteristics which 
they consider representative of Mr. 
Whatley: leadership, cooperation, and 
understanding. The campaign will con- 
centrate on paid business on regular life, 
but there will be certain limited credits 
for group and accident. 


Becker Is St. Paul Head 


ST. PAUL, MINN., Dec. 24.—W. M. 
Becker, Jr., Massachusetts Mutual Life, 
has been elected president of the St. 
Paul General Agents & Managers Club. 
Vice-presidents elected are S. D. Krue- 
ger, Equitable Life of New York, and 
Earl Eide, Prudential; secretary, C. W. 
Ledgerwood, New York Life. 








together in the first place is something 
of a job, he conceded, but pointed out 
that once it is done it is an easy task 
to keep up to date. 4 

The best way to plan, said Mr. Phil- 
lips, is not to run over one’s prospects 
and clients and figure out what they 
might be sold, but to take certain ideas 
and then go through the file and see 
which names they might appeal to. 

Too much attention should not be 
paid to prospects who say they can’t 
afford additional insurance, as they actu- 
ally look to the agent to tell them 
whether they can afford it or not, said 
Mr. Phillips. 


The H. C. Lawrence agency in Newark, 
N. J., for the Lincoln National Life, will 
hold a dinner Jan. 13 at which time the 
leading producer will be awarded a prize 
and a loving cup. In addition, the lead- 
ing producer of the newer agents will 
also be awarded a prize and edch man 





in the ned d who made his paid for 
ave. will also be awarded a suitable 
gift. 
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Standard Policy 
Provisions Plan 


Commissioner Hunt of Pennsyl- 
yania Notifies Industrial Com- 
panies of Coming Change 


OUTLINES REGULATIONS 


Expects to Make Project Effective 
March 1 Similar to Ordinary 
Life Practices 


PHILADELPHIA, Dec. 24.—Com- 
missioner Hunt of Pensylvania has no- 
tiied all companies writing industrial 
life business in the state that he pro- 
poses to create uniform industrial life 
policy provisions, similar to those in or- 
dinary policies. The department hopes 
to make the regulations applicable to all 
policies written after March 1, 1936. 

The provisions include cash surrender 
paid-up and extended term values, pe- 
riod of grace, and non-forfeiture values. 


Commissioner’s Statement 


“We do not believe these provisions 
would place undue or unfair burden 
upon insurers,” Commisioner Hunt 
stated, “but will be pleased to consider 
any criticisms which they might have to 
offer.” He invited companies to attend 
a conference in the department office in 
Harrisburg Jan. 14. Comments may 
be sent by letter. 

The regulations for which he seeks 
adoption are: 


Text of Regulations 


Under Section 354 of the insurance 
company law of 1921, P. L. 682,-all poli- 
cies of industrial life insurance issued 
by stock or mutual life insurance com- 
panies in Pennsylvania must first re- 
ceive the approval of the Insurance De- 
partment before they may be issued in 
this commonwealth. After March 1, 
1936, this department will not consider 
for approval any such policies unless 
the same shall contain, in substance, 
the following provisions: 

(a) A provision that the insured is 
entitled to a grace of four weeks 
within which the payment of any pre- 
mium after the first may be made, ex- 
cept that where premiums are payable 
monthly the insured shall be entitled to 
a grace of one month. During such 
period of grace the policy shall continue 
in full force, but in case the policy be- 
comes a Claim during said grace period, 
before the overdue premiums are paid, 
the amount of overdue premium may be 
deducted in any settlement under the 
Policy. 


Copy of Application 


(b) A provision that the policy shall 
constitute the entire contract between 
the parties; but if the company desires 
to make the application a part of the 
contract, it may do so provided a copy 
of such application shall be endorsed 
upon or attached to the policy when is- 
sued, and in such case the policy shall 
contain a provision that the policy and 
the application therefor shall constitute 
the entire contract between the parties. 

(c) A provision that the policy shall 
be incontestable after it has been” in 
force, during the life-time of the insured, 
two years from its date of issue, except 
for non-payment of premium, and except 
for violation of the conditions of the 
Policy relating to naval or military serv- 
ice in time of war, and except as to pro- 
visions and conditions relating to bene- 
fits in the event of total and permanent 
disability and those granting additional 
Insurance specifically against death by 
accident. 

(d) A provision that, if the age of 
the insured, has been misstated, the 
amount payable under the policy shall 
be such as the premium would have 
Purchased at the correct age. 

(e) A provision that the policy shall 
Participate in the surplus of the com- 
Pany, and that, the company will an- 
nhually determine the portion of any 





divisible surplus accruing on the policy, 
and indicating the conditions under 
which the company shall apportion such 
dividends to the policyholders. 

(f) A provision that, in event of 
default in premium payments after pre- 
miums shall have been paid for three 
full years, there shall be available a 
stipulated form of insurance, effective 
from the due date of the defaulted pre- 
mium, and in event of default in pre- 
mium payments after premiums shall 
have been paid for five full years, there 
shall be available as an additional option 
a specified cash value, the net value of 
which stipulated form of insurance or 
specified cash value, shall not be less 
than the reserve on the policy at the end 
of the last completed quarter of ‘the 
policy year for which premiums shall 
have been paid, and on divided additions 
thereto, if any, (the policy to specify the 
mortality table, rate of, interest and 
method of valuation adopted for comput- 
ing such reserves) less a specified maxi- 
mum sum of not more than 2% percent 
of the amount insured by the policy and 
of existing dividend additions thereto, 
if any, and less any existing indebted- 
ness to the company on or secured by 
the policy, provided however, that the 
said percentage shall be specified for 
each year for which required values are 
not included in the policy. The policy 
may be surrendered to the company at 
its home office within the period of grace 
after the due date of the defaulted pre- 
mium for the specified cash value, and 
provided further that the company may 
defer payment for not more than six 
months after the application therefor is 
made. In the event that such applica- 
tion is not made within the required 
period, it shall be provided that a stipu- 
lated form of insurance shall automati- 
cally become effective. 


Non-Forfeiture Values 


(g) A table showing in figures, the 
non-forfeiture options available under 
the policy each year upon default in pre- 
mium payments, during at least the first 
20 years of the policy, such table to 
begin with the year in which such values 
become available and providing that the 
company will furnish upon request an 
extension of such table beyond the years 
shown in the policy. 

© A provision that the policy may 
be reinstated within one year from the 
date of default in payment of premiums, 
upon payment of all overdue premiums 
and the presentation of evidence satis- 
factory to the company, of the insur- 
ability of the insured. 

(i) A provision that when a policy 
shall become a claim by death of the 
insured, settlement shall be made upon 
receipt of due proof of death and not 
later than two months after the receipt 
of such proof. 

(j) A title on the face of the policy 
clearly and correctly describing its form. 


Exceptions Are Made 


Any of the foregoing provisions or 
parts thereof not applicable to nonpar- 
ticipating or term policies shall, to that 
extent, not be incorporated therein. The 
provisions of this section shall not apply 
to policies issued or granted pursuant 
to the non-forfeiture provisions pre- 
scribed in sub-section (f) of this section, 
provided, however, that the policies of 
an insurance company organized under 
the laws of any other state, or foreign 
government may contain when issued in 
this commonwealth any provisions which 
may be prescribed by the laws of the 
state or government under which the 
company is organized, and the policies 
of a life insurance company organized 
under the laws of this commonwealth 
may when issued in any other state, ter- 
ritory, or foreign country, contain any 
provision required by the laws of such 
state, territory or foreign county to be 
contained in policies issued therein. 


Industrial Defined 


For the purpose of these regulations, 
industrial life insurance shall be that 
form of life insurance either (a) under 
which premiums are payable weekly, or 
(b) under which premiums are payable 
monthly or oftener, if the face amount of 
insurance provided in the policy is less 
than $1,000 and which has the words 
“Industrial Policy” printed in prominent 
type upon the face of the policy. 

After March 1, 1936, any such indus- 
trial life insurance policies, which have 
previously received the approval of this 
department, but which do not comply 
with these regulations, will automati- 
cially become disapproved, and their is- 
suance thereafter will be subject to the 
penalties prescribed in Section 354 of 
the insurance company law of 1921, 
P. L.. 682.” 
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CENTRAL 
LIFE 
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COMPANY 


ESTABLISHED 1899 








INDIANAPOLIS, INDIANA 


@ All modern forms of Life Insurance and An- 
nuity contracts are written, either on an annual 
or single premium basis. Annuities include Re- 
tirement Income, Elective (Deferred), Joint and 
Survivor, Refund, and Survivorship--one for any 
type of prospect, in short. 
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Massachusetts Mutual 


a synonym for 
quality and excellence 
in 
Life Insurance 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
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On Our 
THIRTIETH 


: NEW YEAR 
We Extend 


; GREETINGS 


To our Fieldmen who have made 1935 
an eventful life insurance year. 





LAMAR LIFE TOWER 

















Stepping Stones to Sales Success 


The man who enters the field of life underwriting can succeed 
much more readily if his course is intelligently charted and his efforts 
wisely directed. To that end we offer the new man the following 
program: 


1. Training that will enable him to get into production early in his 
career. 


2. Supervision in the field under competent direction that will fix 
proper sales habits from the start. 


3. A prospecting technique that will give him enough of the right 
kind of people to see. 


> 


Organized sales presentations that will sell life insurance. 


5. Daily Planning Charts and Time Control that automatically reduce 
“scatteration of effort." 


We have unusual opportunities right now for new men who are qualified to 
carry out this kind of a program. If you contemplate entering the field of life 
underwriting, we invite you to write us for particulars. 


Address your inquiry to 









Home Office: Portland, Oregon 





“Pioneer Mutual Life Insurance 
Company West of the Rockies" 


Northwestern Mutual Puts 
Limit on Investment Forms 





MAKES CHANGES IN ANNUITIES 





Single Premium Endowments for Less 
Than 20 Years Discontinued, Other 
Modifications Made 





MILWAUKEE, Dec. 24.— Further 
limitations on contracts of an invest- 
ment character, such as life annuities 
and single premium endowments, will 
be made by the Northwestern Mutual 
Life effective Jan. 1, as announced by 
P. H. Evans, vice-president and actuary. 
A circular to agents advises of revised 
annuity rates and limits, discontinuance 
of joint and survivor refund anuity and 
single payment 10 and 15 year endow- 
ments, and exclusion of single premium 
contracts from surplus business rule. 


Restrictions Are Made 


Premium rates for life annuities which 
were adopted Aug. 1, 1935, have been 
discontinued as of Dec. 31. Life an- 
nuities issued on or after Jan. 1 will 
require payment with the application of 
the premium on the revised basis tab- 
ulated in the revised life annuity man- 
ual dated Jan. 1. To secure issue on 
the Aug. 1, 1935, premium Dasis the 
application must have been completed 
and deposited in the mails with the nec- 
essary remittance on or before Dec. 31, 
1935. 

The following new rates per $100 an- 
nually without refund will illustrate the 
nature of the change: Age 50, male, 
$1,635.20; female, $1,779.30; age 60, male, 
$1,258.90; female, $1,410.70; age 70, male, 
$891.50; female $1,034.60. 


Life Annuity Centracts 


Revised limitation on issue of life 
annuities to become effective Jan. 1, 
provides the issue of life annuity con- 
tracts shall be limited to a total pre- 
mium of $25,090 from one application, less 
any amount of annuity premium previ- 
ously received from the same applicant, 
and less also any annuity premium 
previously paid in for an annuity benefit 
to the same annuitant whether bene- 
ficiary under a single or joint life con- 
tract. 

The issue of joint and survivor an- 
nuities with the refund feature has been 
discontinued, but single life annuities, 
male or female, with the refund feature 
will be issued as heretofore under the 
revised rate basis. 


Discontinue Some Forms 


The issue of single premium endow- 
ments for endowment periods less than 
20 years has been discontinued. The 
limitation on the amount of premium 
receivable under single premium life 
policies and single premium endowments 
for periods of 20 years or more con- 
tinues as set forth in the previous circu- 
lar to agents. After Dec. 31 no “sur- 
plus business” as defined in Section 431 
of rules and instructions will be ac- 
cepted on single premium life, endow- 
ment and annuity contract plans. 


Sitiicsiitk: Meciinatamne: Mains Hiiiibie 


ST. LOUIS, Dec. 24.—The examiners 
of the Missouri department gave a din- 
ner here in honor of the 50th anniver- 
sary of the marriage of Mr. and Mrs. 
John P. Gordon. Mr. Gordon, who is 
an examiner, was formerly state auditor. 
Superintendent O’Malley, other officials 
of the Missouri department and repre- 
sentatives of the departments of 10 
neighboring states, attended. 


Complete Recodification Plan 


A tentative recodification of the Vir- 
ginia insurance laws has been completed 
by the Virginia state insurance commis- 
sion and will be presented to Governor 
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President C. F. Williams 
Is Now Out of Danger 


CINCINNATI, OHIO, Dec. 24.—The 
condition of Charles F. Williams, presj. 
dent Western & Southern Life, is mate. 
rially improved. Last week he was serj. 
ously stricken with pneumonia and was 
under an oxygen tent for several days 
with a very high fever and had severa] 
relapses. Now, however, he is resting 
easily, breathing normally and the fever 
has subsided. He will remain at the 
Good Samaritan Hospital here for some 
time for a complete rest before being 
moved to his home. The continued im. 
provement in his condition is highly sat. 
isfactory and he is definitely out of dan. 
ger. 


Clark to Succeed Spencer 
as First Deputy in N. Y. 











NEW YORK, Dec. 24.—Howard C. 
Spencer, first deputy of the New York 
department, who drafted much of the 
department-sponsored legislation in the 
last four sessions, has resigned. Deputy 
Superintendent R. M. Clark has been 
advanced to first deputy and Prof. E. 
W. Patterson of Columbia University 
law school has accepted a temporary ap- 
pointment as deputy superintendent 
while on sabbatical leave from the uni- 
versity. His work with the department 
will be primarily the proposed revision 
of the New York insurance laws, on 
which he has been engaged for several 
months. 

Mr, Clark, the new first deputy joined 
the department in 1933. He had charge 
of personnel of the New York office 
and general supervision of the exam- 
ining and audit bureaus. “More re- 
cently,” said Superintendent Pink, “he 
has done constructive work of high 
order, particularly with reference to 
matters affecting the National Associa- 
tion of Insurance Commissioners.” 

Mr. Clark was formerly insurance 
editor of the old “United States Daily” 
and before that was connected with the 
insurance division of the U. S. Cham- 
ber of Commerce. 

Edward McLoughlin, for many years 
special deputy in charge of the New 
York Title & Mortgage Company, and 
since April a deputy of the department 
proper, will continue to act as trial dep 
uty and will also assume many of the 
duties formerly handled by Mr. Clark. 

Professor Patterson taught law at the 
Universities of Texas, Colorado, and 
Iowa, and at Stanford University before 
going to Columbia. He is author of 
“The Insurance Commissioner in the 
United States,’ “Cases on Insurance,” 
“Essentials’ of Insurance Law,” and 
“Cases on Contracts.” 








INSURANCE STOCKS 


_H. W. McKinney of Mathews, Dabh- 
lin & Co., Field building, ‘Chicago, fur- 
nishes the following current quotations 
on stock of life companies: 


Par Div. Bid Asked 
Aetna Life...... 10 -60 35 36 
Alliance Life.... 1 iis % 1% 
Bank. Nat. Life. 10 1.00 a 17 





Calif.-West. St.. 5 16 
Central Life, Ill. 10 ee 2 wa 
Cen. States Life. 5 ae 2 3 
Colonial Life....100 10.00 200 250 
Colum, Natl.....100 4.00 95 105 
Conn. Gen. Life. 10 -80 41% 43 
Cont. Am. Life.. 10 1.20 28 31 
Cont. Assur..... 10 2.00 43 45 
Federal Life.... 10 “ice 4 ee 
Genl. Amer.,.... 10 hese 45 +s 
Girard Life ..... 10 -40 10% 12 
Great North. Life 10 MAP 7 9 
Life & Cas...... a eres ft 8 
Life of Va...... 0 3.00 90 0 
Lincoln Nat..... 1.20 35 


10 
Missouri State .. 10 ry 
Natl. Life & Acc. 10 1.20 55 58 
Northw. Nat 5 : 


Ohio National... 10 1.00 22 24 
Ohio State Life.100 10.00 225 : 
Old Line Life... 10 -60 15 16 
Pacific Mutual .. 1 wots 12% 13% 
Provident Life.. 10 .80 1 +s 
BEN LAGS. . v5.6 00:9, 100 14.00 420 440 
PV GIOES ... s.0% <> 100 16.00 620 628 
Union Central .. 20 3 





London is chairman of the commission. 


Wisconsin Nat.. 10 .50 
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Conservation Offers Main 
Avenue for Making Profit 





RIGHT SALES METHODS VITAL 





Question Arising Whether General 
Agent or Company Mainly Charged 
with Field Training 


Life company officials throughout the 
country have come to a full realization 
this year that the improvement of per- 
sistency of policies is a field wherein 
lies great possibilities of compensating 
for diverse trends in other directions. 
In the past it has been considered that 
there were only three directions in which 
a company could make money, invest- 
ments, savings in mortality and admin- 
istrative economy. To these now is 
being added the fourth medium of con- 
servation. 

This opens a prospect that takes in 
a great variety of activities that have 
been given little or no attention hereto- 
fore by most companies. One of the 
most important of these is agents’ train- 
ing, with the undecided issue that it 
raises whether the training should re- 
main the responsibility of general 
agents in the field or should be a duty 
mainly resting on the company. 

Some few companies have most com- 
prehensive and efficient agents’ training 
courses, well rounded out and giving not 
only fundamentals and theories of life 
insurance selling, but actual sales train- 
ing in the hands of experts, rehearsal of 
prepared sales talks, etc. For the most 
part, however, companies seem to feel 
that training agents is not their prov- 
ince; their business is to underwrite and 
‘issue policies. Many leading minds in 
the business are convinced, however, 
that the principal responsibility for 
agents’ training rests on the company 
and that it can most efficiently be han- 
dled from that source. 

General agents can resign or have 
their contracts canceled. A change of 
agency management might mean abol- 
ishment of training methods, discourage- 
ment of newer agents and perhaps a 
radical slump in business. All such re- 
sults in the field would be felt by the 
company, therefore the company is Vi- 
tally interested in what is happening in 
its agencies. 

Proper Sales Methods Vital 


Progressive life company officials to- 
day recognize that one of the prime es- 
sentials in the conservation of policies 
is the right kind of selling. When poli- 
cies are sold right to fill a definite need 
they are not quickly allowed to lapse. 
A man thinks a long time before drop- 
ping his policy tailored to educate his 
daughter or son although he may have 
no compunction about droppine a policy 
sold by the agent and taken by him 
merely as “some more life insurance.” 

Tied up with this thought is the need 
for the agents to convince their policy- 
holders that life insurance is property, 
and it is at least as necessary to con- 
tinue the payments on the policy as on 
the car, radio, electric refrigerator or 
other property being bought on time. 

Progressive life officials see perhaps 
the greatest usefulness of the C. L. U. 
movement in spreading the idea of sell- 
ing policies right so they will stay sold. 
Public demand will force more and 
more life insurance agents to become 
thus skilled in their profession, it is 
believed, for it will become a struggle 
for survival. The careless, unskilled 
agent will sell less and less business, 
which fact taken with his much higher 
lapse ratio due to policies not sold for 
specific needs, nor properly arranged to 
accomplish the purpose desired, eventu- 
ally will force him out of the business. 
. Direct mail conservation work always, 
It is believed, will be a factor in pre- 
vention of lapse and reinstating policies 
after lapse. If the cost of direct mail 
conservation is even as much as the 
value of the business thus salvaged, it 
still probably will be considered a 





worthwhile activity. However, mail 








Sentenced in Abraham 
Lincoln Life Scandal 














GUSTAV LINDQUIST 


Gustav Lindquist, former insurance 
commissioner of Minnesota, has been 
sentenced to one to five years in the 
penitentiary and fined $1,000, following 
his conviction by a jury in the criminal 
court in Chicago on a charge of con- 
spiracy to gain control and to loot the 
Abraham Lincoln Life of Springfield, Ill. 
The same sentence was given to Abra- 
ham Karatz, former lawyer of St. Paul, 
who had been attempting to manipulate 
various insurance companies. 

Joseph Baiata, who several years ago 
was involved in a scandal concerning the 
old Niagara Life, was convicted recently 
and is now serving a prison term for 
embezzlement from the Amalgamated 
Trust & Savings Bank of Chicago. The 
money embezzled was used to make a 
down payment and get into control of 
the Abraham Lincoln. Karatz was also 
convicted on that charge, but he has ap- 
pealed. Dave Barry, prize fight referee, 
has also appealed his conviction in that 
alleged plot. 








conservation probably never will be 
capable of saving more than a small 
proportion of the salvageable policies 
The major part must depend upon per- 
sonal contacts, and mainly selling right 
and servicing policyholders so thor- 
oughly and competently that the abso- 
lute emergency of dropping a policy or 
failing to remit premium before lapse 
rarely will be reached. 














LIFE INSURANCE 


The ONE Certain Protection... 
A Safe Investment 


O how many of your investments can you point 

as being worth the same in dollars and safety as 
they were in 1929? It is heartening to note that Life 
Insurance is still the same safe sanctuary of protec- 
tion, the same sterling asset that it has been for more 
than one hundred years in America. 


@ American business history 
holds no parallel to the rec- 
ords of life insurance com- 
panies in weathering depres- 
sion periods with flying 
colors. 

@ The stewardship, vision and 


acumen of American life in- 
surance management was 


never better illustrated than 
during the years 1929 to 
1933. 


@ Of all forms of business in 
this country, it safely may 
be said that none suffered so 
little damage as the institu- 


tion of Life Insurance. 


@ It is during troubled times 
that Life Insurance proves 
itself a citadel in which all 
men may take refuge. 


Bankers Life Company 
Gerard S. Nollen, President 
Des Moines, Iowa 


A MUTUAL LIFE INSURANCE COMPANY IN ITS 57TH YEAR 








President 





Angus 0. Swink 


Happy New Vear 


1935 goes out recording pronounced recovery from the worst depression 
we have known; 

1936 comes in to find a wide public appreciation of life insurance as the 
nation’s greatest force for social security, offering to each individual 
a flexible yet guaranteed means of achieving his aims in life’s course. 


Atlantic’s representatives offer our people modern con- 
tracts suited for all needs and purposes, available at low 
guaranteed cost. 


Atlantic Life Insurance Co. 
RICHMOND, VIRGINIA 


William H. Harrison 
Vice-Pres. & Supt. of Agencies 
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Interest Dominant Topic 


THERE can be no doubt that the prospect 
of continued Low Interest Rates, of in- 
creasingly greater federal government 
activities in the loan field, and the 
strong tendency for the government to 
bring about a lower interest rate for 
farmers, constitute the most sérious sit- 
uation that the life insurance institution 
ever has faced. The life insurance com- 
panies are built upon a principle that 
can absorb sévere jolts, perhaps, better 
than any other medium. They paid out 
tremendous sums during the depression, 
but they were able to do so only because 
excellent investments of the past con- 
tinued to bring substantial income, and 
policyholders continued to pay their: pre- 
miums. However, life insurance could 
not endure indefinitely with disruption of 
interest, the cardinal principle on which 
the policy guaranties are founded. 

There is no suggestion that life com- 
panies ever would be seriously endan- 
gered by low interest, for they can al- 
ways decrease the interest basis in new 
policies and make other changes to meet 
the situation. It is possible, however, 
that because the large proportion of 
their business is on a higher interest 
basis used in years past, drop in in- 
vestment yield to a point appreciably 
below the guaranteed rate would pre- 
sent real difficulties. 

Life company officials are not con- 
cerned particularly over the present sit- 
uation, for they can adjust practices to 
meet almost any set of circumstances. 
They are, however, much worried over 
the fact that low as the yield on invest- 
ments has fallen, no status upon which 
to operate permanently has been set up. 


Getting the Insurance Angle 


Ir 1s fortunate that the AMERICAN As- 
SOCIATION OF UNIVERSITY TEACHERS OF 
InsuRANCE, which has now assumed rather 
handsome proportions, in addition to dis- 
cussing really professional questions and 
some of the more practical work that is 
being done, is getting the viewpoint of 
people in the insurance business who are 
discerning and are able to give some ex- 
cellent suggestions. For instance, in pre- 
senting the three grand divisions of in- 
surance at the annual meeting in New 
York this week, C. G. Taytor, Jr., vice- 


Learning from Severe Experience 


Orricers of life companies, regardless 
of location or size, have learned many 
valuable lessons during the period of de- 
pression. While the impact has been 
terrific there have been inaugurated 
changes and reforms of a needed nature 


There is, in fact, strong indication that 
interest rates still are on the downward 
curve; that, moreover, the institution 
will have to fight unitedly a persistent 
desire of the government to make 
cheaper money available to farmers, and 
perhaps to home owners. The effect of 
such official action on the already de- 
moralized farm and home loan fields is 
easily imaginable. 

It must be driven home to those in 
charge of our government that there are 
100 cents in the dollar—no more, and 
no less. To take from one pocket and 
put into the other, economically has no 
usefulness, and is, moreover, often very 
disturbing to the country. To save the 
farmer a few cents or dollars in inter- 
est on his mortgage easily may cause 
such a disturbance of life companies’ in- 
vestment income as to require upward 
premium adjustment and thus offset his 
interest saving. Any tinkering with 
basic businesses and industries should 
be approached with great caution for 
the same reason. Life insurance occu- 
pies a position of dominating impor- 
tance in the nation today. The people 
who are administering it, company of- 
ficials, agents in the field, employes, 
and the policyholders whose savings are 
invested in life insurance, have the right 
to demand that nothing be done to en- 
danger the carrying out of all policy 
contracts. More than that, they should 
and must take an active part in making 
sure that the institution can continue 
unhampered. The 65,000,000 policyhold- 
ers and the several million persons con- 
nected directly with it possess, if they 
will to use it, the deciding voice. 


president METROPOLITAN LiFe, will speak 
for life insurance; WILLIAM LESLIE, asso- 
ciate general manager NATIONAL BUREAU 
oF CasuaLtty & Surety UNDERWRITERS 
and G. F, MICHELBACHER, vice-president 
GreEAT AMERICAN INDEMNITY for casualty, 
and Laurence E. FALts, vice-president 
AMERICAN Fire of Newark, for fire. These 
three men are gifted, can talk with au- 
thority and have a sympathetic interest 
in the educational work that is being 
done in the colleges along insurance 
lines. 


up and down the line. For one thing, 
it has been necessary to institute econo- 
mies of various kinds. When business 
was good and profits were fairly large 
the matter of operating cost did not 


day, however, it is necessary for every 
company to keep its expenses at a mini- 
mum, but not to impair efficiency or ex- 
cellent service. Officials are carefully 
studying the various items of expense to 
see whether they can be justified. 

One of the most important problems 
before companies today is the lessening 
of interest earnings due to the declining 
rate of interest. In the past companies 
were able to make a very fine showing 
in savings in interest over and above 
the guaranteed legal rate. Interest earn- 
ings were a most important contributing 
factor to profits. With the necessity of 
maintaining a much larger cash deposit 


and with companies purchasing govern. 
ment securities and short term bonds 
where the rate of interest is low, they 
find the average rate earned on the as- 
sets is materially less than heretofore, 
Officials are playing safe and in buying 
securities that they feel will stand every 
onslaught, they sacrifice yield. Many 
officials do not countenance the purchase 
of long term securities. Therefore, with 
the average rate getting closer and closer 
to the legal rate, companies naturally are 
obliged to watch the trends. It is very 
likely that more companies may have to 
get down to the 3 percent basis in the 
future. 








PERSONAL SIDE OF BUSINESS 


me 





Funeral services were held at Colum- 
bus, O., for William E, Campbell, aged 
70, general manager of the Lincoln Na- 
tional. He died of apoplexy in a hos- 
pital there. He had been a resident of 
Columbus 55 years and had been with 
the Lincoln National 16 years. A son, 
Herbert E. Campbell, is associated with 
the same company. 


A. R. Chamberlain, supervisor of 

claims at the head office of the Equitable 
Life of New York, has been on a Chi- 
cago trip on business. Mr. Chamberlain 
was formerly inspector of agencies of 
the company at Chicago but left for the 
head office about 16 years ago. When 
he was in Chicago, W. J. Graham, the 
present vice-president, was also sta- 
tioned there. W. B. Carlile, who was 
formerly manager of the Mutual Life 
of New York in Chicago, succeeded Mr. 
Chamberlain with the Equitable. Mr. 
Chamberlain is a graduate of the illus- 
trious class of ’94, Princeton University, 
and he is chairman of the committee on 
arrangements for the annual class din- 
ner that ’94 will give at the Princeton 
Club in New York, Jan. 10. Two years 
ago Mr. Chamberlain’s son was on the 
varsity football team at Princeton, play- 
ing guard. 
C. B. VanSlyke, 82, formerly general 
agent for the Mutual Benefit Life in 
Iowa and Nebraska, died in Des Moines 
from bronchial pneumonia. After serv- 
ing as superintendent of schools for 
many years, Mr. VanSlyke became _as- 
sociated with the Mutual Benefit Life 
in Milwaukee in 1888. He was trans- 
ferred to Des Moines in 1893 and re- 
tired in 1914. 


Mrs. Sidney A. Foster, wife of the 
founder of the Royal Union Life in Des 
Moines, died at her home in Des Moines 
following an illness of three years. Mrs. 
Foster was widely known in the city 
through her charity and club work. She 
is survived by her husband. 


Several hundred friends of the Conti- 
nental Casualty and Continental Assur- 
ance attended the open house held Dec. 
24 in the offices in the Insurance Ex- 
change, Chicago. 


The KEO Club, office organization 
Business Men’s Assurance, held a 
“Yokel’s Fair” to raise money for the 
adoption of one of the Kansas City 
Star’s “needy families” Christmas, some- 





loom up as a very important factor. To- 


garoo court fined those not dressed as 
“yokels,’ and one of those to appear 
before the court was President W. T. 
Grant. 


Joseph Culligan, vice-president and 
general manager of the Old Hickory 
Life, was host at a celebration of the 
November contest of the company 
which is held in New Orleans each 
year in honor of President John H. 
David. Winners in the contest were: 
A. J. Golden, A. Youse, Edward Levey, 
Henry P. Schuler, J. Bruchis, and Theo- 
dore Galatas. The company showed a 
substantial November increase. 


—~ 


Herbert W. Bloomingston, at one time 
publisher of the old “Investigator,” a 
Chicago insurance paper that was 
founded by his father, died last week. 
Interment was at Graceland cemetery in 
Chicago. The “Investigator” was-sold to 
the “Insurance Field” at Louisville and 
Mr. Bloomingston became associated 
with that paper. Later on he engaged in 
the insurance business in Kentucky. He 
had been living at Berea, Ky. His 
brother is Attorney John A. Blooming- 
ston of Chicago, who represents a num- 
ber of insurance companies in trial work. 


F. M. Akers, who had been manager 
for the Prudential in Georgia for about 
30 years and who had been connected 
with that company 37 years, died at his 
home in Atlanta after a long illness. He 
was a native of Georgia and became as- 
sociated with the Prudential when it first 
opened offices in Georgia and shortly 
thereafter became state manager. 


P. R. Sanborn, identified with the in- 
vestment department of the Northwest- 
ern Mutual Life, completed 60 years 
service with the company. Although re- 
tired from active duties, Mr. Sanborn 
continues as trustee and honorary vice- 
president. He held a quiet reception in 
his hotel suite. Mr. Sanborn has missed 
few days in his office until recently. 
Born in Apleton, Wis., Feb. 1, 1853, 
Mr. Sanborn began his service with the 
Northwestern Mutual Dec. 20, 1875. In 
1890 he became superintendent loan de- 
partment and shortly afterward was ap- 
pointed second assistant secretary in 
charge of loans. He was made third 
vice-president’ in 1904. About two 
years ago he was given the title honor- 
ary vice-president. He also served as 
secretary of the finance and executive 





thing the club does every year. A kan- 


committees and the board of trustees. 
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LIFE COMPANY 


CONVENTIONS 





a Life Holding Clinic 





Northern California Agents Gather in 
San Francisco for Sales 
Program 





A clinic of fundamentals is being held 
in San Francisco by the northern Cali- 
fornia department of the Reliance Life 
of Pittsburgh, with personal producers 
from all sections of the terrjtory in at- 
tendance. The sessions opened Dec. 26 
and will continue until Dec. 31, with 
N. J. Nelson, recently appointed man- 
ager, presiding. 

J. M. Hamill, president San Francisco 
Life Underwriters Association, gave the 
opening address on “Prospecting.” He 
is one of the outstanding producers of 
San Francisco and is associated with 
Carne agency of the Equitable of New 
York. 

“Presentation” will be the subject of 
T. A. Gallagher, Friday. He is vice- 
president of the San Francisco associa- 
tion and a large personal producer of the 
O. O. Orr agency of the Prudential. 

Saturday, George Hauck, a leading 
producer of the Connecticut General, 
will speak on “Approach.” He is a mem- 
ber of the association’s research com- 
mittee. Paul Garcia de Alva, Phoenix 
Mutual, will discuss “Record Keeping” 
on Monday. F. J. Van Stralin, mana- 
ger Massachusetts Mutual at San Fran- 
cisco, will speak on “Closing,” Tuesday, 
at the final session. An open forum is a 
feature of the ~eetings. 


Agency Conventions for 
Next Year Are Scheduled 
The Carolina Life is holding its 


agency meeting in Columbia, S. C., 
Jan. 3 





ble Life of Iowa is to be held at, the 
Broadmoor hotel, Colorado Springs, 
July 7-10. 

The annual convention of the field 
managers of the Metropolitan Life will 
be held at the home office Jan. 30-Feb. 1. 

The 60th annual meeting of the Asso- 
ciation of Agents of the Northwestern 
Mutual Life will be held at the home 
office in Milwaukee July 20-22. 

The annual agency convention of the 
People’s Life of Indiana will be held at 
French Lick Springs hotel, French 
Lick, Ind., Sept. 10-11. : 

The next convention of the Pilot Life 
will probably be held about the first of 
May at Sedgefield Inn, Greensboro, 
N 


Cee 

The Silver Jubilee One-Two-O Club 
convention of the Continental Assurance 
will be held at the Edgewater Beach 
hotel, Chicago, Sept. 16-18. The com- 
pany plans to make this the greatest 
convention in its history. 

The Reliance Life will hold three re- 
gional meetings, the first at the Home- 
stead hotel, Hot Springs, Va., June 15- 
17; the second at the Edgewater Gulf 
hotel, Edgewater Park, Miss., June 22- 
24, and the third at the Del Monte hotel, 
Del Monte, Cal., June 29-July 1. 


On Last Lap 


ST. PAUL, MINN., Dec. 24.—Agents 
of the Minnesota Mutual Life are on the 
home stretch in the 18 months’ cam- 
paign to qualify for a Florida conven- 
tion which will be held at St. Petersburg 
the latter part of January. A group of 
field supervisors were in conference the 
past week at the home office. 








Krueger Managers Meet 


District managers from southern 
Minnesota and South Dakota of the S. 
D. Krueger agency of the Equitable 
Life of New York in St. Paul held a 





The annual convention of the Equita- 


conference in St. Paul. 








ACCIDENT AND HEALTH FIELD 








Will Open Own Department 


Continental Assurance Will Write Acci- 
dent and Health Independent of the 
Continental Casualty 








Beginning Jan. 1, the Continental As- 
surance of Chicago will inaugurate an 
accident and health department inde- 
pendent of a similar department of the 
Continental Casualty, its running mate. 
This step is taken to enable the Con- 
tinental Assurance to broaden the serv- 
ice to its agents and through them to 
its policyholders and to do so within 
its own organization. 


Forms and Rates 


The policy forms and rates of the 
accident and health coverages to be is- 
sued by Continental Assurance will fol- 
low similar policies of the Continental 
Casualty, and in its underwriting pol- 
icy Continental Assurance will have the 
benefit of the experience of its parent 
organization. This move does not af- 
fect the plans of Continental Casualty 
which in the future will press even more 
vigorously for the development of its 
accident and health department than 
heretofore. 

Agencies for the accident and health 
department of the Continental Assur- 
ance will not be granted to agents of 
Continental Casualty. Agents of Con- 





tinental Assurance whose major busi- 
ness is life insurance and who have 
heretofore represented the accident and 
health department of Continental Cas- 
ualty may, after the opening of the new 
department, write their new accident 
and health business in the Continental 
Assurance if they prefer, but business 
existing on the books of Continental 





Casualty will not be permitted to be 
disturbed. 

The Continental companies are more 
enthusiastic than ever as to the possi- 
bilities of the upbuilding of accident 
and health business both as a supple- 
ment to the income of casualty, life and 
fire insurance agents and as an enter- 
ing wedge for the development of 
other lines of insurance. 


New Jersey Results in 1935 
Indicate Another Good Year 


NEWARK, Dec. 24.—New Jersey 
general agents and managers are opti- 
mistic over the outlook. Nearly every 
agency in the state has made paid busi- 
ness gains, the upward trend having 
been noted for several months. It is 
felt 1936 will be a good year. A branch 
office here reports paid increase over 
last year $750,000, which is more than 
double the 1933 record. Other agencies 
report increases ranging from 15 to 25 
percent. 

An outstanding development of 1935 
was sale of a large amount of annuities. 
There has been a definitely large de- 
crease in policy loans, and in many in- 
stances, a large number repaid. Taken as 
an evidence of better general conditions, 





this has contributed to make life men | 
Lapsations, when compared | 


optimistic. 
with 1934, show substantial decrease, 
another sign for betterment and in- 
creased business in 1936. 

Business insurance was pushed exten- 
sively in 1935 and many large cases writ- 
ten. The total is considerably larger 
than in 1933 or 1934. Many agencies 
have been steadily recruiting and train- 
ing agents in anticipation of business 
revival. 
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THEY PREFER MUTUAL BENEFIT 


= A new generation is building life insurance estates. 
When they add new policy units, they will prefer— 
as their fathers did—to “keep it in the Mutual Benefit”: 
the company which is committed to the policy of mod- 
ernizing its old contracts so as to give them, as far as 
possible, the advantages of new ones. 


THE MUTUAL BENEFIT 


LIFE INSURANCE wes COMPANY + NEWARK 























































Men Wanted — Reliable and Trustworthy Men to Sell 


The United Six-Way Protection Contract 


All in ONE POLICY: 

1. IF YOU LIVE TO AGE 65—it will pay you $5,000. 

2 IF YOU DIE BEFORE AGE 65—it will pay your family $5,000. 

3. IF ANY FATAL ACCIDENT should occur to you—it will pay your 
family $10,000. 

4. IF CERTAIN FATAL ACCIDENTS should occur to you—it will pay your 
family $15,000, 

5. IF ACCIDENTAL INJURY should totally incapacitate you—it will pay 
you $50.00 per WEEK for 52 WEEKS, and $25.00 per WEEK thereafter. 
This pays for ONE DAY, ONE WEEK, ONE YEAR or for LIFE, 

(Non-Cancellable) 
(Non-Proratable) 


IN ADDITION: 

6. IF YOU BECOME TOTALLY AND PERMANENTLY DISABLED—you 
will be relieved of the necessity of making any further premium de- 
posits. Then at age 65 you will receive $5,000, just as though you had 
continued to make deposits yourself. In the event of your prior death 
the FULL FACE VALUE of the Policy will be paid to your family. 
GENERAL AGENCY AND DISTRICT MANAGER OPPORTUNITIES 

AVAILABLE. 


Write—Agency Department 
AND ACCIDENT INSURANCE COMPANY 


Concord, New Hampshire 


UNITED LIFE 




























OLDER COMPANIES 


ONE OF AMERICA’S 


Monumental Life 
Insurance Company 
Chartered 1858 


° 
Home Office _ 
Baltimore, Maryland 


In the Area bounded by the Great 
Lakes, the Atlantic Ocean, the Missis- 
sippi River Valley, and the Gulf of 

exico, we have Forty-six Offices in 
Thirty-three cities offering Modern 
Contracts of Industrial and Ordinary 
Insurance which meet the _ require- 
ments of children as well as grown- 
ups at very moderate rates. 


Over $190,000,000 Insurance in Force. 
























THE NATIONAL 


UNDERWRITER 





December 27, 1935 








OccipENTAL 


‘Life Agents work under a 
liberal contract contain- 
ing settlement, volume 


and renewal bonuses. 
& 


OPENINGS ARE AVAILABLE 
for live, aggressive Agencies and Men 


OCCIDENTAL LIFE INSURANCE CO. 


Old Line Legal Reserve Life, Accident, Health 
HOME OFFICE, Los Angeles, Calif. 
V. H. Junxins, Vice-President, in Charge of Production 






































Extending an Extra 
Measure of Service 


To Our Policyholders 


Their Beneticiaries 
and Our Field Force 


The 


F'EDERAL RESERVE LIFE 
«/ INSURANCE COMPANY 


Kansas City, Kansas 
































LIFE AGENCY CHANGES 





Aetna Names General Agent 


Hol S ds Watlington in Charge 
of Birmingham Offices 
Effective Jan. 1 











John W. Holmes has been appointed 
general agent in charge of the Birming- 


ham offices of the Aetna Life. He suc- 





JOHN W. HOLMES 


ceeds Gene Watlington, whose death 
was announced recently. 

Mr. Holmes is a native of Alabama. 
Following 18 months service in the 
World War, he returned to engage in 
business and in 1922 entered the life in- 
surance field. For a number of years he 
has represented the Mutual Life of 
New York. In 1928 he was appointed 
district manager, and since 1928 he has 
been agency organizer in Alabama. He 
has a record as a personal producer, in 
organization and development work, and 
in sales promotion activities, 


Fischer Appointed Manager 


Bankers Life of Des Moines Names 
Successor to Waring in St. 
Louis Territory 











The Bankers Life of Des Moines has 
appointed Ira Fischer St. Louis agency 
manager. Mr. Fischer will succeed L. 
C. Waring who has been transferred to 
the management of the Bankers Life’s 
Oklahoma City territory. 

Mr. Fischer has had a long experience 
in the life insurance business. Recently 
he has been a producer with the Penn 
Mutual in St. Louis. From 1924 to 1933 
he, with his brother, Ralph, had charge 
of the Fischer & Fischer agency for the 
Penn Mutual in the same city. Mr. 
Fischer’s early training in life insurance 
was under his father, William J. 
Fischer, one of the outstanding general 
agents of the Northwestern Mutual of 
Milwaukee who represented that com- 
pany in Detroit and later in St. Louis. 

Mr. Fischer’s best year of personal 
production was in 1924 when he wrote 
just under $750,000 of life insurance. He 
was president of the St. Louis Life Un- 
derwriters Association from 1923 to 
1924 and a few years later served as 
president of the St. Louis General 
Agents & Managers Association. 





Ellsworth Made Detroit Manager 


Willard L. Ellsworth has been named 
manager of the Life of Virginia’s ordi- 
nary agency in Detroit, succeeding M. 
P. Carleton. Agency offices have been 
moved from the Book building to new 
quarters in the David Stott building. 


State Mutual Enters ein 





New England Company to Develop New 
Territory—Names H. Thad Childre 
General Agent at Dallas 





Much interest is taken in the an- 
nouncement that the State Mutual Life 
has entered Texas and has appointed 
H. Thad Childre as general agent at 
Dallas. The State Mutual has been look- 
ing over the Texas field for some time 
and, inasmuch as it had not been oper- 
ating in the state prior to passage of the 
Robertson law and would not have to 
pay any back taxes, it decided to enter 
the field. There are very few of the 
larger mutual companies in the state, 
The Connecticut Mutual entered rather 
recently aud the Union Central has been 
in Texas for some time. Among the 
larger stock companies of the east in 
Texas are the Travelers and Aetna Life, 

Mr. Childre is well known in the 
southwest. He is resigning as superin- 














No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lang, F. L. Alexander, 
Secretary J President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 




















66 
Sweetest Income 

e ew 99 

in America 
HAT’S what a “big time” 
life underwriter said of the 

side commissions obtainable 

from selling income protection. 

Increasing Life writings at the 

same time you sell income pro- 

tection depends on a plan. 

Our book “The Sweetest In- 

come in America,” outlines this 

plan now in successful opera- 


tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 
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tendent of agencies of the Jefferson 
Standard Life for the southwestern ter- 
ritory, with headquarters in Dallas. “He 
has been in the business 14 years. He 
attended Columbia University. After 
earlier experience in personal selling he 
became manager of the Jefferson Stand- 
ard at Tulsa. Then he went with the 
Seaboard Life of Houston in charge of 
the home office agency and from there 
took the position which he is now re- 
signing. 


Sun Life New Appointments 


Number of Announcements Are Made 
for the Eastern Section of 


the United States 








The Sun Life of Montreal is an- 
nouncing a number of changes in the 
eastern part of the United States. B. R. 
Wright becomes agency assistant at the 
Indianapolis branch. He joined the 
company May 8, 1933. This has been 
his best year. 

J. D. Bowen of Jacksonville, Fla., is 
transferred to Miami to develop that 
section of the state. He joined the com- 
pany in 1934 after 15 years or Ife in- 
surance experience in agency manage- 
ment and personal production in Florida. 
This year he led by a substantial margin 
the Sun Life’s Florida organization in 
new business. 

N. E. Gatsch of Evansville, Ind., be- 
comes agency assistant at Peoria, IIl. 
He letf the automobile business to enter 
life insurance with the Sun Life in Feb- 
ruary, 1933. 

Karl Z. Howland of Auburn, Me., be- 
comes district manager for the greater 
part of New Hampshire. He joined the 
company in March, 1930, and has main- 
tained an average production in excess 
of $200,000 per year. He will have his 
keadquarters in Boston. 


Wertz Receives Promotion 


R. H. Wertz has been appointed man- 
ager of the Iowa-Nebraska department 
of the Reliance Life at Omaha with 
headquarters in the Barker building. He 
went with the company in 1931, serving 
as agent in Omaha for three years. He 
then became district agent at Sioux 
City, Ia., building an organization which 
produced about 40 percent of the busi- 
ness of the Iowa-Nebraska department. 
C. Foster Thompson becomes district 
agent at Sioux City, he leading the or- 
ganization.” 





It's great 
to have a 
friendly 
Home Office! 





I like to work for a bunch who 
knows my first name, knows how 
many kids I have, and who takes 
enough interest in my problems to 
come around and see me once in 
awhile. Little things like that tell 
me I’m with the right company. 
Write for your copy of “Field 
Features”, addressing agency in- 
quiries to J. DeWitt Mills, Vice-Pres. 


There's a place 
for you in 


Let's talk it over 


CENTRAL STATES LIFE INSURANCE CO. 
St. Louis Geo. Graham, Pres. 








Takes Columbus Agency 
of Northwestern Mutual 








STERLING L. YOUNGQUIST 
The Northwestern Mutual Life has 


appointed Sterling L. Youngquist, 
Galesburg, Ill., as general agent Colum- 
bus, O., to succeed Charles R. Eckert, 
transfered to Detroit, where he will 
succeed Milton L. Woodward, resigned 
to engage in personal production, effec- 
tive Jan. 1. Mr. Youngquist has been 
engaged nearly eight years in the busi- 
ness with the Ray Becker general 
agency, Peoria, Il. He was born in 
Knoxville, Ill., in 1894, attended school 
there and Knox College, Galesbug. 

His first contract with the North- 
western Mutual was made in 1928 and 
he immediately began an outstanding 
career as a producer. For the past year 
and one-half Mr. Youngquist has been 
production manager for the Becker gen- 
eral agency at Peoria and has demon- 
strated ability in both urban and rural 
fields. He has been active in the com- 
pany agents’ association affairs and 
served as vice-president for zone 2 of 
the district agents’ association. 





Joins Northwestern Mutual 


Hazen P. Aiken, formerly general 
agent at Los Angeles for the Home 
Life of New York, has become special 
agent in the southern California field 
with the W. K. Murphy Los Angeles 
agency of the Northwestern Mutual 
Life. Mr. Aiken has had over 20 years’ 
experience in life and accident insur- 
ance in the field, home office and gen- 
eral agency. His first contract was with 
the Northwestern Mutual Life in De- 
troit as a personal producer. 


Classen Made General Agent 


Guy M. Classen has been appointed 
general agent for the Guarantee Mutual 
Life at Beverly Hills, Calif., in charge of 
local and adjacent territory. Mr. Classen 
was formerly with the Pacific Mutual 
Life in the Los Angeles field. 








Central Life Promotes Dysant 
C. Ralph Dysant, formerly associated 
with the Weston & Weston general 
agency Central Life of Iowa, has been 
appointed supervisor for Michigan and 
has established offices at 1820 David 
Stott building, Detroit. 


Life Agency Notes 
“Bobby” Riegei of Richmond, Va., 
Southern amateur golf champion, has 
joined the sales staff of the S. B. Love 
agency of New York. He won the golf 
championship at a tournament in Rich- 
mond last June. 





H. C. Fowler, who has been a sales- 
man at Forney, Texas, for the Great 
Southern Life for five years, has been 
made agency supervisor in the Dallas 











district. 





\ FTER two months of writhing, the 


troubled earth at Helena has become 
quiet again. Permanently, it is hoped, but 
even should the hope be misplaced, stability 
and financial strength of the Montana Life will 
remain unaffected. 

Because of the Company’s sound and 
broadly diversified investment program, the 
book value of the Home Office building (which 
has not been damaged) and all realty loans in 
the recent seismic area, represent less than 


one per cent of the Company’s net admitted 


assets. 


MONTANA LIFE 


Insurance Company 
Enduring As The Mountains 



























































Helena Montana 
PR eM OO ERE Sea Ss eon onnecn cn 








A friendly, strong 
young company 


—a company that is planning perma- 
nently for the future as it takes each 
step carefully during these early years. 


—managed by men who thoroughly know 
the life insurance business and realize 
the trust placed in them by policy- 
holders and agents. 


—a company that has a splendid reputa- 
tion for prompt payment of claims and 
fair, intelligent treatment for all. 


Grow with this aggressive company. 
Write today for details. 


OLD REPUBLIC CREDIT LIFE 


INSURANCE COMPANY 
221 N. LaSalle St. 


re! 170% re Moe! * .°, 
WORESCEREE EERE DESC SO CEC ORIOLES 


Chicago 
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Our Salary 
Savings Plan 


for purchasing life msurance 
pend or og for an 
Ear tite tinaioon agent 
MONTHLY PREMIUMS OF ONLY 

ONE-TWELFTH THE ANNUAL 
PREMIUM 





Every form of policy issued by the Company is avail- 
able under this plan, which can be extended to the 
wives and children of employees. 


The insurance is issued, in the majority of cases, on 
non-medical applications. 


Home Office assistance in prospecting, and in contact- 
ing employers. Attractive printed material. 


THE VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Chattanooga, Tennessee 


RICHARD H. KIMBALL, President 


























Consider for instance—prompt 
payment of claims—service to 
policyholders and agents— 
financial stability — aggressive- 
ness — management — liberal 
policy contracts—experience— 
and this company is outstanding. 


It offers.you an ideal agent’s contract and will 
take a personal interest in your welfare. If 
interested write 


LEE J. DOUGHERTY, PRESIDENT & GEN’L MGR. 


GUARANTY LIFE 
INSURANCE COMPANY 


Davenport, Iowa 














NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes im 


Policy Literature, Rate Books, etc. 


Supplementing the 


“Unique Manual- 


t” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Hercules Dividends for 1936 


Vice-president Odell Instructs Agents 
Not to Make Estimates Antici- 
pating Future 





Dividend scale of the Hercules life for 
1936 is announced. These dividends are 
payable at the end of the second policy 
year. Vice-president Carl L. Odell 
stated the Hercules’ dividends will be 
maintained in accord with principles of 
economical and safe underwriting and 
management. The field staff is instruc- 
ted to make no estimate of dividends 
which may be payable in future, as it is 
deemed this is not fair in the interests 
of the policyholders. The Hercules’ 
method is to announce actual results as 
they occur, and not to anticipate the 
future. The 1936 scale on six forms is: 


Ord. Life 20-Yr. End. 
Net ry 


N 
Age Div. Prem. Div. m. 5 “oll 
+ abe $12.83 $5.56 $20.34 $4.51 $41.26 


21 4.0 13.16 5.59 20.74 4.51 41.30 
22... 4.10 13.50 61 21.14 4.53 41.34 
3... 4.15 13.86 5.64 21.56 4.56 41.37 
24... 4.20 14.24 5.68 22.00 4.58 41.41 
25... 4.24 14.64 5.70 22.46 4.59 41.46 
26... 4.29 15.06 5.72 22.94 4.60 41.52 
27... 4.84 15.51. 5:76 23.48 4.638 41.57 
28... 4.88 15.98 5.79 23.95 4.64 41.64 
29... 4.43 .16.48 5.81 24.49 4.66 41.72 
30... 4.48 17.01 5.83 25.06 4.66 41.82 
31... 4.53 17.57 5.85 25.66 4.66 41.94 
32... 4.57 18.17 5.86 26.29 4.66 42.07 
33... 4.61 18.80 5.86 26.95 4.64 42.22 
34... 4.66 19.47 5.87 27.64 4.62 42.40 
35... 4.71 20.18 5.88 28.37 4.60 42.60 
36... 4.76 20.93 5.88 29.13 4.56 42.83 
37... 4.80 21.73 5.87 29.93 4.52 43.09 
38... 4.85 22.58 5.88 30.76 4.48 43.38 
39... 4.91 23.47 5.88 31.63 4.43 43.70 
40... 4.96 24.42 5.89 32.55 4.39 44.06 
41... 5.03 25.42 5.89 33.51 4.384 44.45 
42... 5.09 26.49 5.91 34.52 4.30 44.89 
43... 5.17 27.62 5.93 35.57 4.24 45.38 
44... 5.27 28.81 5.96 36.68 4.20 45.93 
45... 5.36 30.08 6.00 37.84 4.16 46.52 
46... 5.47 31.42 6.04 39.06 4.13 47.18 
47... 5.60 32.84 6.10 40.85 4.11 47.90 
48... 5.75 34.34 6.20 41.69 4.11 48.69 
49... 5.91 35.94 6.30 43.11 4.12 49.56 
50... 6.11 37.63 6.42 44.61 4.14 50.52 
51... 6.31 39.43 6.37 46.17 4.19 51.56 
52... 6.52 41.34 6.33 47.82 4.25 52.70 
53... 6.78 43.386 6.31 49.55 4.85 53.95 
54... 7.08 45.50 6.31 51.39 4.47 55.31 
55... 7.387 47.79 6.32 53.84 4.61 56.81 
56... 7.72 50.21 6.37 55.40 4.82 58.42 
57... 8.10 52.79 6.41 57.61 5.04 60.20 
58... 8.52 55.52 6.49 59.94 5.31 62.13 
59... 8.99 58.44 6.59 62.43 5.62 64.24 
60... 9.51 61.53 6.73 65.09 5.99 66.54 

5-Yr. Non- 


15-Pay Ret. Inc. at 65 Ren. Term 
Ne s Net N 





t t 

Age Div. Prem. Div. Prem. Div. Prem. 
20...$6.29 $25.15 $4.30 $15.44 $1.43 $ 8.12 
21... 6.381 25.63 4.31 15.93 1.44 8.17 
22... 6.88 26.13 4.383 16.45 1.45 8.23 
23... 6.35 26.65 4.35 16.99 1.46 8.28 
24... 6.37 27.18 4.38 17.56 1.47 8.34 
25... 6.41 27.73 4.40 18.17 1.49 8.41 
26... 6.43 28.31 4.41 18.82 1.50 8.49 
27... 6.45 28.91 4.43 19.51 1.51 8.57 
28... 6.48 29.53 4.45 20.25 1.53 8.65 
29... 6.51 30.18 4.47 21.04 1.54 8.75 
30... 6.52 30.87 4.47 21.89 1.56 8.84 
31... 6.53 31.58 4.47 22.80 1.58 8.95 
32... 6.53 32.33 4.47 238.77 1.60 9.06 
33... 6.54 338.11 4.47 24.82 1.62 9.19 
34... 6.53 33.93 4.45 25.95 1.65 9.33 
35... 6.52 34.79 4.44 27.16 1.67 9.49 
36... 6.52 35.67 4.42 28.47 1.70 9.66 
37... 6.51 36.60 4.39 29.89 1.74 9.85 
38... 6.51 37.57 4.36 31.42 1.77 10.06 
39... 6.49 38.57 4.32 33.08 1.81 10.28 
40... 6.49 39.62 4.26 34.89 1.86 10.53 
41... 6.49 40.71 4.21 36.85 1.91 10.80 
42... 6.49 41.85 4.14 39.00 1.96 11.13 
43... 6.49 43.04 4.07 41.36 2.03 11.47 
44... 6.51 44.27 3.98 43.95 2.10 11.88 
45... 652 45.56 4.07 46.61 2.18 12.35 
46... 6.56 46.90 4.08 49.77 2.27 12.88 
47... 6.60 48.30 4.07 53.30 2.38 13.47 
48... 6.68 49.75 4.06 57.25° 2.50 14.16 
49... 6.77 51.26 4.02 61.71 2.64 14.94 
50... 6.86 52.85 3.96 66.78 2.79 15.81 
C1... GOS sGet sone = 2.96 16.78 
52... 7.12 56.24 3.15 17.86 
53... 7.28 58.06 3.36 19.07 
54... 7.48 59.95 3.60 20.40 
55... 7.69 61.95 3.86 21.89 
56... 7.95 64.05 ea bias 
57... 8.23 66.27 
58... 8.57 68.59 
59... 8.96 71.04 
60... 9.41 73.63 

J. A. Walker, representative of the 


State Life of Indiana at Dallas for 
nearly 25 years, died recently at the age 
of 62 years. 





Mutual Life’s New Dividends 


Scale for 1936 Applicable to Issues of 
1916-1935, Inclusive, Is 
Announced 








Dividends of the Mutual Life of New 
York for 1936 applicable to policy is- 
sues of 1916-1935, inclusive, are an- 
nounced this week. They are per $1,000 
for several standard forms: : 

iv es 
vn —— ve “. soe"™*, 


Ordinary Life 
$ 4.71 $ 4.85 $ 5.07 $ 
4.76 4.89 13 


Age 
$ 


he 








5.36 5.66 
5.41 5.73 
4.94 5.19 5.49 5.81 
.86 4.99 5.24 5.54 5.88 
4.91 5.04 5.30 5.62 5.96 
.96 5.10 5.37 5.69 6.05 
5.00 5.15 5.42 5.76 6.13 
5.05 5.21 5.49 5.83 6.24 
5.11 5.28 5.56 5.91 6.36 
5.17 5.34 5.62 5.99 6.47 
5.24 5.41 5.70 6.09 6.61 
5.30 5.47 5.78 6.18 6.75 
5.36 5.53 5.85 6.30 6.89 
5.45 5.62 5.96 6.43 7.06 
5.52 5.70 6.05 6.57 7.22 
5.59 5.79 6.15 6.71 7.38 
5.66 5.87 6.25 6.86 7.54 
5.75 5.96 6.38 7.02 7.71 
5.85 6.06 6.52 7.20 7.88 
5.94 6.17 6.68 7.39 8.06 
6.05 6.30 6.85 7.58 8.24 
6.15 6.41 7.02 7.76 8.41 
6.26 6.56 7.20 7.96 8.61 
6.39 6.72 7.40 8.15 8.81 
6.52 6.89 7.60 8.34 9.01 
6.65 7.07 7.81 8.55 9.22 
6.84 7.29 8.04 8.77 9.44 
7.02 7.50 8.27 9.01 9.68 
7.22 7.73 8.49 9.24 9.92 
7.43 7.97 8.72 9.48. 10.15 
7.68 8.23 8.98 9.75 10.42 
7.93 8.50 9.23 10.01 10.67 
8.20 8.78 9.52 10.31 10.96 
8.50 9.04 9.81 10.60 11.24 
.80 9.34 10.11 10.90 11.50 
9.12 9.65 10.43 11.22 11.80 
9.45 9.97 10.77 11.55 12.31 
.78 10.88 11.18 11.91 12.85 
10.15 10.70 11.50 12.27 13.42 
10.53 11.07 11.88 12.61 14.03 
10.92 11.48 12.29 12.99 14.67 
11.37 11.92 12.71 13.64 15.38 
11.83 12.38 13.17 14.32 16.13 
12.30 12.86 13.62 15.04 16.91 
12.82 13.36 14.08 15.82 17.73 
13.36 138.90 14.58 16.65 18.60 
20-Payment Life 
Bee) pane. $ 5.82 $ 6.05 $ 6.41 $ 6.86 $ 7.34 
+) Sapa 5.85 6.08 6.46 6.91 7.40 
6.14 6.52 6.98 7.47 
6.19 6.58 7.04 7.55 
6.24 6.64 7.11 7.63 
6.31 6.71 7.18 T71 
6.36 6.76 7.25 7.79 
6.42 6.83 7.32 7.89 
6.48 6.89 7.40 7.98 
6.55 6.97 7.49 8.09 
6.60 7.03 7.56 8.20 
6.68 7.12 7.66 8.32 
6.75 7.20 yy 9 8.44 
6.82 7.28 7.88 8.56 
6.90 yf) 8.00 8.69 
6.97 7.46 8.12 8.82 
7.06 7.55 8.25 8.94 
7.14 7.67 8.39 9.07 
7.22 7.79 8.53 9.19 
7.31 7.92 8.68 9.32 
7.42 8.06 8.83 9.45 
7.52 8.21 8.99 9.59 
7.66 8.37 9.15 9.73 
449 8.53 9.29 9.87 
7.94 8.71 9.45 10.01 
8.10 8.89 9.62 10.16 
8.28 9.08 9.79 10.31 
8.47 9.27 9.98 10.48 
8.66 9.44 10.16 10.64 
8.88 9.64 10.35 10.81 
9.09 9.85 10.55 10.98 
9.32 10.06 10.76 11.16 
9.56 10.30 11.00 11.35 
9.78 10.54 11.23 11.55 
10.03 10.78 11.46 11.73 
10.30 11.06 11.73 11.95 
10.58 11.34 12.00 12.25 
10.89 11.65 12.29 12.57 
11.21 11.97 12.59 12.90 
11.52 12.28 12.87 13.24 
11.89 12.65 13.21 13.61 
20-Year Endowment 
Des sicad $ 6.88 $ 7.31 $ 7.95 $ 8.72 $ 9.56 
RES 6.93 7.35 8.00 8.76 9.60 
re 95 7.37 8.01 8.77 9.61 
ee 6.99 7.40 8.05 8.81 9.65 
. | 7.02 7.44 8.09 8.84 9.68 
ae .04 7.46 8.11 8.86 9.69 
OM 5459-664 7.08 7.50 8.14 8.90 9.72 
>. SS ES 7.11 7.53 8.17 8.93 9.75 
. eee 7.15 7.0). S.a. 8.97 9.78 
| PS 7.19 7.61 8.25 9.00 9.82 
eee 7.22 7.63 8.27 9.03 9.84 
Bhba vec. 7.26 7.67 8.31 9.07 9.87 
Se i aaa Bc 8.35 9.12 9.90 


(CONTINUED ON NEXT PAGE) 
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General Agency Openings 
with 


A GREAT COMPANY 





GROWING GREATER 





A Company that has 


*Made a Gain in 
Insurance in Force 


during the past three years 
of more than $17,000,000.00. 


*A Liberal Contract 


(Both First Year and Renewal 
Commissions) 


*Anm Attractive Line 
of Policies 


(designed to fit every need) . 


*A Unique Sales 
Program 


Practical assistance and co-op- 
eration in the field 


Enjoy the advantages of 


COMMONWEALTH CORDIAL 
CO-OPERATION 


IT WORKS 





Write 
J. Herbert Snyder, 

Agency Vice-President. 
COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY. 














(CONT’D FROM PRECEDING PAGE) 
a iene cme End a Year——, 


7.75 $3.39 9.17 9.94 
te eo 7.38 7.79 8.44 9.23 9.98 
| Eee 7.43 7.84 8.49 9.30 10.02 
SA 7.47 7.89 8.54 9.36 10.06 
Was ss cas 7.53 7.94 8.62 9.44 10.11 
BOs si See 7.59 7.99 8.69 9.51 10.16 
. eer 7.64 8.06 8.78 9.60 10.21 
y | eens 7.71 8.13 8.87 9.69 10.27 
_ Bee 7.76 8.19 8.97 9.77 10.31 
> ees 7.83 8.28 9.08 9.87 10.38 
OS oats Bo 7.90 8.38 9.19 9.96 10.44 
04553663 7.98 8.49 9.32 10.06 10.51 

Endowment at 65 
eee $ 4.93:°$ 5.09 $ 5.36 $ 5.90 $ 6.05 
1 Se 4.99 5.16 5.44 5.78 6.15 
| Ee 5.06 5.22 5.51 5.86 6.25 
| ee 5.13 5.29 5.59 5.96 6.35 
es win 5.19 5.36 5.68 6.05 6.46 
Meh s ve 5.25 5.43 5.75 6.13 6.56 
ep ae 5.32 5.52 5.84 6.24 6.68 
Mistéoass 5.40 5.60 5.93 6.35 6.83 
- | Se 5.48 5.69 6.03 6.46 6.97 
) 5.56 5.78 6.14 6.58 7.12 
| Sere 5.66 5.88 6.25 6.71 7.29 
+ 5.75 5.97 6.36 6.84 7.46 
7 ee 5.84 6.08 6.48 7.00 7.64 
os ee eee 5.96 -6.20 6.62 7.17 1.84 
| See 6.07 6.32 6.75 7.385 8.03 
Bites aa ss 6.19 6.45 6.91 7.55 8.24 
eas a ace 6.31 6.59 7.07 7.76 8.43 
1 pee? 6.45 6.74 7.27 7.97 8.66 
ae 6.60 6.90 7.46 8.21 8.87 
See 6.75 7.07 7.68 8.45 9.09 
CSS 6.94 7.28 7.93 8.71 9.33 
7 POS 7.12 7.49 8.20 8.98 9.57 
MET h» sidvie 7.33 7.73: 8.48 9.26 9.81 
| 7 7.56 8.00 8.78 9.55 10.07 
_. re 7.80 8.29 9.10 9.84 10.32 
7 a 8.07 8.62 9.45 10.17 10.59 
PC Seppe 8.42 8.99 9.83 10.52 wees 
Bick oleic 8.78. 9aO. 10.34. 1696. ....+ 
5-Year Term 
Pi ec Dividends End of Year—, 
ge 

| SRE $ 2.09 $ 2.10 $ 2.11 $ 2.11 $ 2.12 
_, re 2.13 2.14. “2.15 . 2.15 . 2.16 
CO 2.19 3.20 ° -'3.21 2.22 .2.23 
| REE 2.27 2.28 2.28 2.30 2.30 
Sa 2.37 2.38 2.39 2.41 2.42 
OT EE a 2.53 2.57 2.60 2.63 2.68 
See 2.91 2.96 3.02 3.08 3.13 
Give wx es 3.51 3.58 3.63 3.69 3.76 
Ne 4.35 4.44 4.52 4.58 4.66 





Revises Annuity Rates 


A revision of annuity premiums effec- 
tive Jan. 1 is announced by the Massa- 
chusetts Mutual Life. The survivorship 
and deferred survivorship annuity rates 


are revised while the retirement annuity 


premiums are unchanged. 

The single premium retirement an- 
nuity and single premium cash refund 
annuity are being discontinued. Divi- 
dends under the annual premium retire- 
ment annuities will be reduced effective 
June 1. 


Devises New Policy 

SALT LAKE CITY, UTAH, Dec. 
24—A new “guaranteed cost with ex- 
perience credits” policy has been devised 
by the Pacific National Life. It is an 
annual renewable term contract. Sub- 
sequent to the first policy year, the 
policy cost is subject to reduction by 
experience credits. On Feb. 1 each year 
the company will ascertain the mortal- 
ity and loading net saving or loss for 
all policies of that class during the pre- 
vious year. The proportion of divisible 
aggregate net saving applicable to the 
policy and the next annual premium will 
be reduced by the experience credit so 
determined. 


Bankers of Iowa New Scale 


The Bankers Life of Iowa announces 
a new dividend scale for 1936. It has 
the effect of increasing the dividends to 
the newer policyholders and reducing 
the distribution to older policyholders. 

Virginia Legislation Committee 

RICHMOND, VA., Dec. 24—The 
special legislative committee which has 
been engaged for the past year or more 
in considering proposed changes in 
Virginia insurance laws is expected to 
make a number of important recommen- 
dations to the general assembly when 
it meets in January. Among the pro- 
posals which the committee has been 
considering are: 

Broadening the regulatory authority 
of the state corporation commission; 
changing the administrative set-up in 
insurance regulation; laying down quali- 
fication standards for agents; providing 
standard provisions for life policies; 
regulation of unlicensed foreign com- 
panies soliciting by mail; regulation of 
burial societies and title companies. 











CHICAGO NEWS | 














FRANK CUMMINGS RESIGNS 


Frank D. Cummings, general agent of 
the Pacific Mutual Life in Chicago, has 
resigned. Temporarily while he is ne- 
gotiating another connection he is re- 
maining in the agency. The company 
has not named another general agent in 
charge of the office. Mr. Cummings has 
been in the business 20 years. For a 
time he was with his brother, 1. H. 
Cummings, general agent of the Nerth- 
western National Life in Detroit. Then 
he was assistant manager of the Equita- 
ble of New York there. He went with 
the Pacific Mutual over six years ago, 
being eastern supervisor and assistant 
superintendent of agents, then being 
transferred to Chicago with the latter 
title and as Chicago branch manager. 
He formed his general agency two years 
ago and has put on a large volume of 
business. His agency ranks well among 
Pacific Mutual offices. 

ee 2 
BRAY GOING WITH THURMAN 


Francis G. Bray, assistant manager of 
the Travelers branch office in Chicago, 
is resigning to go with the E. B. Thur- 
man general agency of the New England 
Mutual Life in that city as supervisor. 
Formerly he was assocated with Mr. 
Thurman when the latter was Missouri 
State Life manager. Mr. Bray has been 
in life insurance 10 years and connected 
with the Equitable for four years. He 
is a large personal producer, being in 
the $500,000 class. Mr. Bray was mar- 
ried a week ago to Miss Peggy Sackett 
of Chicago. The couple went on a hon- 
eymoon to New Orleans. 

oes 
JOYCE & CO., HAS LIFE DEPARTMENT 


The Joyce & Co., general insurance 
agency of Chicago, has opened a life 
department in charge of Harris Cloud, 
who was previously a supervisor in the 
Stumes & Loeb agency of the Penn 
Mutual Life of Chicago. The Joyce & 
Co., agency is planning a big production 
campaign in 1936, as that will be the 
25th year that Charles H. Burras, pres- 
ident of the office, has been connected 
with the organization. 

* * x 


GEARY HEAD OF DEPARTMENT 


Charles S. Geary, for over five years 
general agent of the Mutual Trust Life 
in Chicago and an outstanding personal 
producer, has been appointed manager 
of the life department of DeBarry & 
Associates, general agents Lincoln Na- 
tional Life, Chicago. He formerly was 
a leading unit manager in the old Kel- 
logg agency of the Equitable Life of 
New York in Chicago, setting an all- 
time personal production record for unit 
managers in two consecutive years, with 
over 500 cases for $1,000,000 paid annu- 
ally. 

* * * 
ATLANTIC LIFE CLOSES OFFICE 


The Atlantic Life is closing its Chi- 
cago office in the Insurance Exchange 
building which has been in charge of 
James K. LaVallee for the last two 
months. It is not, however, withdraw- 
ing from the state and may resume writ- 
ing business in Illinois later. 


Kerwin Is Agency Supervisor 

John R. Kerwin of Oberlin, O., has 
been appointed agency supervisor for 
the General Mutual Life of Van Wert 
O., for the northern section of the state. 
He served for eight years as general 
agent for the Detroit Life at Detroit 
and Monroe, Mich. 


Made Manager at Atlanta 


E. J. McMichael has been appointed 
Atlanta, Ga., manager for the Volunteer 
State Life. He is a native of Jackson, 
Ga., and was formerly in the banking 
field. He has done agency work in 
Virginia and Tennessee. His offices are 
at 321 Volunteer State Life building. 








INSURANCE 


PLUS 


Illinois Bankers Life policies 
offer all the advantages of 
standard legal reserve insur- 
ance PLUS special features 
which greatly increase their 
sales attractiveness. 


SAVINGS ACCUMULATIONS 


may be combined with any 
regular policy, increasing 
their investment advantages, 
but allowing~ withdrawals 
without surrender or impair- 
ment of insurance. The ideal. 
plan for limited payment or’ 
endowment. , 


DOUBLE PROTECTION 


in the Bankers Special Policy 
for six years and refund of 
all premiums paid for 20 
years in. a permanent life 


policy. 


ADJUSTABLE WHOLE LIFE 


policy pays face of policy 
PLUS all cash values during 


life expectancy with auto- 
matic extension for whole 
life — rate only $14.45 per 
$1,000 at age 35. 


JUVENILE POLICIES 


with or without payor bene- 
fits, on whole life or savings 
accumulation plans, from 
birth to age 14, are ideal for 
every need. 


ACCIDENT AND HEALTH 


insurance covers. a wide * 
range on plans suitable for ° 
men and women in all walks | 
of life, at attractive rates. , 


ea 


SALES OPPORTUNITIES OPEN 
in mid-western’ ‘térritéry. , 
You can make money under ' 
our liberal agency contracts. 


= 


— 


—— 


Join this growing company -—«' 


Assets over $31,000,000.00 


ILLINOIS 
BANKERS 


LIFE ASSURANCE CO. | 
Ce ee 
MONMOUTH, ILLINOIS 

LIFE + ACCIDENT + HEALTH 
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NEWS OF THE COMPANIES 





Victory Mutual in New York 


Chicago Company Managed by Negroes 
Is Extending Its Operations— 
Just Licensed in Ohio 








The Victory Mutual Life of Chicago 
which is owned and managed by Ne- 
groes, has just been licensed in Ohio. 

A few weeks ago it secured its New 
York license, that being a real achieve- 
ment as it is the only Illinois life com- 
> operating in that state. It also is 

icensed in the District of Columbia in 
addition to its home state. The Vic- 
tory Mutual operates on a combined 
branch office and general agency sys- 
tem. - It is now extending its operations 





in all states where it is licensed. The 
chief insurance man of the company 
is Secretary J. Mitchem. Its home 
office is at 5607 South State street, Chi- 
cago. It is a mutual, legal reserve com- 
pany. 


Great American Life Now 
Is a Texas Corporation 








SAN ANTONIO, TEX., Dec. 24.— 
Announcement is made this week by 
President C. E. Becker of the Great 
American Life of San Antonio, that 
the company had reincorporated under 
Texas laws. Since its inception five 
years ago, it has operated under a Colo- 
rado charter, which was dissolved by 











YOURS TO ENJOY 


HAT is the title of a de luxe brochure around 

which Fidelity has built a direct mail work 
plan with which to supplement its successful lead 
service. These two workable tools offer an organ- 
ized plan of work which is unusually resultful. 





That is the selling 





to today’s n 


* 


| A Life Income for You 
theme around which the work plan is 

built. It id a theme which induces a cordial rece oor 8 
and substantial business. Fidelity i 


fair hearing 
addition to its Income for Life plan, Family Income, Family 
Maintenance and an Adjustment plan—all peculiarly suited 


DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 














Are You Interested 
in Territory in— 


O ILLINOIS) O KANSAS 


O INDIANA © MICHIGAN OC MINNESOTA 


Check the ter- 


ritory, fill in 
the ‘coupon, 
and return to 


ROCKFORD LIFE 


Rockford, Illinois 





1 SOUTHERN IOWA 


INSURANCE CO. — 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


7 Insurance Company 
DENVER, COLORADO 


we + 


vote of stockholders this week. No 
change was made in capital structure. 

During 1935 the company wrote ap- 
proximately $8,000,000 new business. In- 
surance in force is $18,250,000. Capital 
and surplus have been increased dur- 
ing the year in excess of $90,000 
which ranks it with leading companies 
of the south in that respect. 


J. M. Grimes Is Promoted by 
the Bankers Life of Iowa 


John M. Grimes, Jr., assistant adver- 
tising manager Bankers Life of Iowa the 
past seven years has been given a new 
title, that of agency committee secre- 
tary, and is already engaged ii his new 
duties serving as assistant to the com- 
pany’s agency committee members and 
supervising the follow-up of agency 
committee decisions, activities, details 
and routine. He will continue to assist 
in the company’s advertising depart- 
ment, especially with sales promotion 
work. 

Mr. Grimes joined the Bankers Life 
in 1926 after attending Grinnell College 
and graduating in journalism from the 
University of Missouri. He had been 
in the advertising department and in 
1928 was promoted to assistant adver- 
tising manager. In 1931 he spent a year 
in the field with the Des Moines agency 
during which he acquired valuable field 
experience and training. 


Judd C. Benson Promoted 


Judd C. Benson has been appointed 
assistant superintendent of agencies at 
the head office of the Union Central 
Life. He has ben manager of the Kan- 
sas and western Missouri agencies with 
headquarters in Kansas City, Mo. He 
graduated from the University of Kan- 
sas in 1922. He has been connected 
with the company for approximately 
eight years. 
Big December Drive 

During December the agency organi- 
zation of the Pacific Mutual Life is en- 
gaged in a campaign for increased pro- 
duction designated as “The Big Parade,” 
under the leadership of Vice-President 
MacEwen as grand marshal. The pur- 
pose of the drive is to foster consistent 
field activity for every underwriter and 
assist general agents in closing the year 
with a whirlwind finish in life produc- 











Increase for Midwest 


An increase in premium rates, small 
but yet undetermined, will be made by 
the Midwest Life of Nebraska on poli- 
cies issued after the first of the year. The 
new schedule will vary according to age, 
type of policy, etc., says President W. 
W. Putney. This increase has been 
made necessary, he says, because of re- 
duced interest earnings and the in- 
creased cost of operations. No change 
in dividend rates is anticipated. Dis- 
ability income policies will be discon- 
tinued. 


Western American Started 


The Western American Life of Santa 
Fe, N. Mex., which was incorporated 
last September, has been licensed in its 
home state. It has capital of $100,000 
and surplus of $56,000. 


De Buchananne Starts Anew 


J. D. De Buchananne, who was for- 
merly a well-known life insurance op- 
erator in the middlewest and was 
prominent in the affairs of the old Mis- 
sissippi Valley Life, has now secured a 
charter for the Pan American Casualty 
of Miami and will proceed to sell stock. 
He will be the president and J. D. 


—= 


INDUSTRIAL 


Prudential Promotions Made 














Some Advancements Are Announced 
Affecting Some of the Well 
Known Field Men 





The new superintendent Ottumwa, 
Ia., district of the Prudential is M. M. 
Crone, who was in charge of Kansas 
City, No. 1. He has been with the Pru- 
dential since 1922, when he became an 
agent at Knoxville, Ia. He is replacing 
Superintendent, W. L. Keys, who is re- 
tiring from active service. After serving 
as an agent for two years Mr. Crone 
was made assistant superintendent, 
Marshalltown, Ia., and served in that 
capacity until 1928, when he was pro- 
moted to superintendent Kansas City 
office. 

A. E. Thomas is made superintendent 
Kansas City, No. 1. He started his 
Prudential career in 1928 as an agent in 
Omaha. In 1931 he was advanced to 
assistant superintendent where he has 
since been located. 

With the transfer of Superintendent 
G. M. Martin, Danville, Ill., to newly- 
created St. Louis 6, the company has 
promoted J. B. Scott, a Peoria assistant 
superintendent, to fill Mr. Martin’s posi- 
tion. Mr. Scott started his Prudential 
career as agent Sept. 14, 1916, at Peoria, 
and in 1921 was promoted to assistant 
superintendent. 

Assistant Superintendent G. C. White 
becomes superintendent at Tulsa, Okla. 
He started with the Prudential as agent 
in 1927, at Wichita, Kan., and has been 
serving as El Dorado assistant. 





Metropolitan Names Wright 
to Agency Position in East 





G. Hoyle Wright, former manager of 
the Mount Vernon, N. Y., district of 
the Metropolitan Life, has been ap- 
pointed assistant superintendent of 
agencies and will be associated with L. 
J. Zettler, superintendent of agencies of 
the great eastern territory. Mr. Wright 
joined the Metropolitan in 1921. After 
serving in an assistant managerial ca- 
pacity, he was promoted to manager at 
Lockport, N. Y., and kas since been in 
charge of the Peekskill, N. Y., and 
Mount Vernon districts. 


Peoria Unit Makes Record 
in Membership Campaign 





A record in membership work was 
celebrated at the ladies night function 
of the Peoria, IIll., Life Underwriters As- 
sociation. The entire 202, 1935 mem- 
bers has been renewed for 1936 on a 
full paid basis. At the meeting John 
Scripps, Mutual Life of New York, 
chairman of the membership commit- 
tee, announced 195 paid members. Sec- 
retary C. E. Thompson had held back 
seven. After an appeal was made for 
more members, Mr. Thompson handed 
over the check for the seven. Members 
of the winning team were called to the 
stage and each was presented with a 
toy musical instrument. Souvenir pen- 
cils were distributed to the chairman 0 
the winning team and to the other co- 
chairmen. A wire was sent to the Na- 
tional association announcing the 100 
percent record. 

The membership campaign had been 
systematically planned and check up was 
made periodically during the course of 





De Buchananne, Jr., will be a director. 


the campaign. 








Organized 1850 

















THE UNITED STATES LIFE 
In the City of New York 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


INSURANCE 
COMPANY 


Non-Participating Policies Only 
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NEWS OF LIFE 


ASSOCIATIONS 





Canadian Life Association 
Adds New Members in Drive 


During the fall the Life Underwriters’ 
Association of Canada put on a member- 
ship drive which brought in 609 new 
members. At the end of October, the 
association had 2,853 members in good 
standing, compared with 2,706 at the 
end of 1935. There are 64 locals with 
membership ranging from 420 in To- 
ronto down to as low as five in a few 
towns. 





* * * 
Buffalo—Members are extending con- 
gratulations to R. Mackay, who is ob- 
serving his 30th anniversary with the 
Prudential. Mackay is now Niagara 
Falls superintendent, having gone there 
10 years ago after service as assistant 
superintendent. 
* * 
Baltimore—Twenty-seven new mem- 
bers were added to the roll at the De- 
cember meeting bringing the member- 
ship to double the number at the start 
of the year. W. A. Conway, supervisor 
of agencies of the Fidelity Mutual Life, 
talked on Bsassiy 9 Selling Objections.” 
*K 


* 
Toronto—At a meeting the following 
officers were elected: President, G. F. 
Crum, Crown Life; first vice-president, 


dent, J. S. P. Armstrong, Dominion of 
Canada General; honorary treasurer, A. 
R. Ramsey, Imperial Life; honorary 
secretary, J. W. Bernard, Canadian Life; 
honorary president, .C. F. Richardson, 
Dominion Life. 
* * 
Wheeling, W. Va.—Ray Hodges of Cin- 
cinnati, president of the Ohio Life Un- 
derwriters Association, talked on “Prob- 
lems Affecting the Life Underwriter,” 
covering the various difficulties to be 
overcome in the attainment of success, 
bringing out particularly the value of 
organized effort. An interesting feature 
of the meeting was the passage of reso- 
lutions of tribute to E. D. Wilson, mana- 
ger for the past five years of the Mutual 
Life agency, who leaves Jan. 1 to take 
a similar position at Richmond. Mr. 
Wilson has been active in the associa- 
tion, having been president one year. 
The resolutions were presented by Man- 
ager O. J. Rizor of the Travelers. 
* * 
Montreal—J. A. Fournier has 
elected president of the Life Under- 
writers Association of Montreal succeed- 
ing G. F. French. 
* * x 
Salt Lake City, Utah—The date of the 
annual meeting and nomination of offi- 
cers has been advanced to Jan. 7, at the 
Newhouse hotel. Among the speakers 
will be L. H. Forbes, Continental Assur- 
ance, who will discuss “Life Insurance 


been 





c. V. Earl, Sun Life; second vice-presi- 


and Inheritance and Gift Taxes.” 








PACIFIC COAST AND MOUNTAIN 





Marketing Expert Talks at 
Los Angeles Forum Meeting 





Chairman Henry E. Belden, associate 
manager, Union Central Life, presided 
at the semi-monthly meeting of the Los 
Angeles Life Insurance forum. W. H. 
Ferrell, director of retail marketing and 
survey department of the-Los Angeles 
Times, discussed the subject of “Pick- 
ing insurance prospects in the world’s 
richest market,” based on interesting 
figures derived from a survey recently 
conducted for the Times. In his talk he 
referred to the reduction in income of 
various classes, due to existing condi- 
tions during the past few years, and the 
consequent reduction in expenses, which, 
in a large percentage of cases left the 
income-producer in much better shape 
for buying and made him an excellent 
prospect for the purchase of life insur- 
ance, 

On the day before the meeting, Mr. 
Belden gave a duck dinner at his home 
in Pasadena, for the officers and mem- 
bers of the board of directors of the 
Los Angeles association: V. J. Adams, 
James L. Brader, Wilmer M. Hammond, 
Rex D. Jeffrey, Frank S. Loss, John R. 
Mage, H. S. Parsons, John Henry Rus- 








PERSONALS 

















_F. M. Akers, manager of the Georgia 
division of the Prudential for more than 
35 years, died at his home in Druid 
Hills, after an illness of several months. 
A native of Harris county, Georgia, he 
moved to Atlanta shortly after the close 
of the Civil War. He became associated 
with the Prudential shortly after that 
company entered the state and later be- 
came the manager for Georgia, his con- 
nection with the Prudential being over 
37 years. 


A. L. Dern, vice-president and agency 
manager of the Lincoln National Life, 
was at Fargo, N. D., last week confer- 
ting with General Agent George Kramer. 

r. Dern gave an address to the agency 
force. Mr. Dern is not a stranger to 
Fargo. He went there in 1912 as ac- 
tuary for the Pioneer National Life, re- 
maining until it merged with the Lincoln 


| Phinehas Prouty, Jr., A. A. Dewar, H. 


sell, Robert A. Brown, Harold G. Saul, 


E. Corless and Jos. Charleville. Mr. 
Belden expressed his appreciation of the 
wholehearted support he had received 
from the officers and directors in the 
handling of his job as chairman of the 
Forum, which is a branch of the asso- 
ciation. 

Ray Marchand, Equitable Life of 
Iowa at Alhambra, gave a talk on the 
subject “Increasing your own income 
with no extra effort.” Mr. Marchand 
stressed the value to the agent in the 
field of maintaining the production of 
an application each week, a point upon 
which he is well qualified to speak, hav- 
ing achieved a record of over 344 weeks 
of unbroken consecutive weekly produc- 
tion. 





Gives Production Talk 


C. Ivan Flipse, Union Central Life 
agency at Los Angeles, was the speaker 
at the meeting of the home office agency 
of the Pacific Mutual Life. He dis- 
cussed the value to the agent in the field 
of the maintenance of regular and con- 
sistent production of new business on 
the basis of at least one application each 
week. So far this year his personal pro- 
duction has amounted to $366,000 in 
volume, covered by 66 applications. 





Superintendent Bowen’s 
Policy as to Appraisals 





Superintendent Bowen of the Ohio 
insurance department declares that his 
department is not appraising real estate 
of outside companies. If he questions 
the valuation he takes the matter up 
with the officials requesting that they 
confer with him. Superintendent Bowen 
declares that he has not insisted on any 
outside appraisals but has suggested to 
companies that the department would 
like to have the privilege of looking into 
their appraisers and their apnraisals 
merely to satisfy the state that the peo- 
ple who made the valuations really un- 
derstand something about real estate. 
Superintendent Bowen declares that the 
average insurance commissioner knows 
little about real estate values and hence 
the only way that he can get proper 
action is to have an expert in the line 








“Tonight In The South” 


Always A “Best Bet” 
In Radio Programs 


The Protective Life Singers 
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BIRMINGHAM, ALABAMA, 
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National. 


that can check up a financial statement. 


OFFERS 


First—LOW COST INSURANCE TO SELL. 


(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, 
or by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 


INSURANCE COMPANY 
COLUMBUS, OHIO 


The Columbus Mutual 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 


You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
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Rovat Netenpors of America 

















+ One of the largest fra- 
\ternal benefit societies. 
‘Membership 

596,110. 


@ Operates home for 
‘aged dependent mem- 
‘bers. 


Admitted Assets 
$53,487,936. 


@ Maintains fraternal 
fund to assist needy 
members. 


Total claims paid 
$82,674,602. 


@ Writes modern forms 
| of life insurance for 
; women, men and chil- 
dren. 


Insurance. in force 
$472,512,851. 


Provides free health 


service. 


| SUPREME OFFICE 
ROCK ISLAND, ILL. 











FORTY YEARS 
Or SERVICE 


Royal Neighbors of America was 
chartered as a fraternal benefit so- 
ciety in the state of Illinois on March 
21, 1895. Since that time the society 
has faithfully provided a dual service 
of insurance and true fraternalism for 
members numbering in the hundreds 
of thousands. 


The history of Royal Neighbors of 
America reveals that its fundamental 
principle of twofold service has been 
an outstanding success. This success 
is reflected in the steady growth of 
the society and in statistics which 
place Royal Neighbors of America 
among the leaders in its field. 











Home Office Buil 





and fraternal service. 


{ Cc. L. BIGGS 
Supreme Record Keeper 
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THE MACCABEES 


A Fraternal Benefit Association 
For 57 Successful Years 


Writes Legal Reserve Life, En- 
dowment and Retirement In- 
come Insurance on 18 popular 
plans with premiums based on 
the American Experience Mor- 
tality Table, providing for Cash 
Loans, Cash Surrender, Pre- 
mium Loans, Extended Insur- 
ance and Dividends. 


Maintains two Homes for aged 
members, Nursing and Health 
Service, Hospital Beds and pro- 
vides for distressed and dis- 
abled members through a Re- 
lief Fund, all without extra cost 
to the insured. 





Admits Men, Women and Children 
From Birth to Age 60 


A practical and successful combination of life insurance protection 


E. W. THOMPSON 


Supreme Commander 


| DETROIT, MICHIGAN 
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NEWS OF THE FRATERNALS 





N.F.C.Program Plans Shaping 


All Sections to Meet at Chicago Feb. 
21-22 in Mid-Winter 


Conference 








Plans are shaping for the mid-winter 
conference of the National Fraternal 
Congress to be held at the Congress 
hotel, Chicago, Feb. 21-22. There will 
be meetings of the various sections, in- 
cluding the Presidents, Secretaries, 
Press, Actuaries, Medical, and also a 
session of the Fraternal Law Associa- 
tion, the affiliated organization. Presi- 
dent P. F. Gilroy of the N. F. C., head 
of the Woodmen of the World, Den- 
ver, will be present, and Mrs. Dora 
Alexander Talley will preside at the 
Presidents section meeting. There will, 
as usual, be a joint meeting of all sec- 
tions for discussion of major questions. 

A dominant issue will be the growing 
tendency to apply taxes against frater- 
nals retroactively for many years. The 
fraternals never have been taxed, op- 
erating instead tax free due to their 
public welfare activities. They there- 
fore never have collected in the pre- 
miums a charge for taxes. Widespread 


application of these taxes retroactively |. 


and their sustaining by courts would 
cause financial difficulties for many so- 
cieties. The fraternals’ constitutions 
and by-laws will not permit using pres- 
ent funds to pay any tax judgments. 
Therefore members in states where such 
taxes are sustained must pay the bill 
through special assessment, and many 
inequities and hardships would result. 
All of these considerations, and prac- 
tical ways and means of combating the 
threat which is spreading to many 
states, will be discussed at Chicago. 


Illinois Congress to Hold 
Its Annual Meeting Jan. 21 





The annual meeting of the Illinois 
Fraternal Congress will be held Jan. 21 
at the Hotel Sherman, Chicago, starting 
at 10 a. m. There will be a banquet. 
Officers will be elected. D. T. Winder 
is president and V. E. Ferrera, secre- 
tary-treasurer. Syllabus and_ lectures 
for the course in life insurance and 
salesmanship to start Feb. 18 in 
Room 401, 127 North Dearborn street, 
are announced. The faculty is: A. J. 
Johannsen, Northwestern Mutual Life 
and director life insurance class, North- 
western University, W. N. Hiller, Penn 
Mutual, past president Chicago chapter 
of C. L. U., “Life Insurance Salesman- 
ship”; R. L. Davis, W. W. Durham & 
Co., Chicago, past president Chicago 
Association of Life Underwriters, “Psy- 
chology of Life Insurance.” All three 
are from the insurance teaching staff at 
Northwestern University. 

The lectures: will be held Tuesday and 
Thursday evenings, from 5:15 to 7:15, 
running to March 12. The syllabus is: 
Feb. 18, History of Life Insurance, Life 
Insurance Salesmanship; Feb. 20, 25 and 
27, Economics of Life Insurance and 
Life Insurance Salesmanship; March 3. 
5, 10 and 12, Principle and Practice of 
Life Insurance, and Psychology of Life 
Insurance. 


Form Colorado Congress 


The Colorado Fraternal Congress has 
just been formed at an organization 
meeting in Denver, W. H. Zook of the 
Royal Arcannum in that city being 
elected president. Dr. Thurza Winter- 
meyer, Neighbors of Woodcraft, Den- 
ver, was elected past president. Other 
officers are: First vice-president, Mrs. 
Etta M. Cochran, Woman’s Benefit As- 
sociation, Denver; second vice-president, 
Miss Anna B. Spangler, Royal Neigh- 
bors, Colorado Springs; secretary, H. D. 
Landy, Woodmen of the World, Den- 
ver, and treasurer, George Rule, Mod- 
ern Woodmen, Denver. 
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| Presides at Meeting 


—— 








THOMAS H. WALTERS 


Thomas H. Walters, president of the 
Junior Order United American Me- 
chanics, Philadelphia, and president of 
the Pennsylvania Fraternal Congress, 
presided at the annual meeting held re- 
cently in Wilkes-Barre. Mr. Walters 
retired: in favor of Fred A. Service, su- 
preme solicitor Protected Home Circle, 
who was elected president of the con- 
gress. Mr. Walters is a member of the 
National Fraternal Congress. executive 
committee. 
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SALES IDEAS AND SUGGESTIONS 











Recognize the Individual Traits 
and Then Develop Them 





Agents were urged to recognize their 
individual characteristics and habits in 
their sales work by Ernest .H. Perkins, 
Albany, N. Y., general agent Provident 
Mutual Life, at the up-state New York 
agencies meeting. 

Success is achieved by very careful 
adherence to two simple factors: Pace 
and style. Individuals are all consti- 
tuted differently, said Mr. Perkins. 
“Some want to work in noise and ex- 
citement, some want quiet, sedate, rest- 
ful activities. Some want to do a lot 
of footwork or a lot of traveling, others 
want to confine their activities to a lim- 
ited few. There are men who put eight 
hours a day in the field and less than 
half an hour on office preparation, 
while others average less than two 
hours a day in the vicinity of a pros- 
pect, travel distances greater than nor- 
mal between prospects and then spend 
three or four hours daily in office work. 
The peculiarities of your disposition and 
physical capacity, your territory and 
your mental attitude all enter into the 
calculation of the pace best suited for 
you. 


Suitable Style Should 
Be Determined 


“Knowing roughly something about 
your natural pace, then a suitable style 
should be determined. Some men see 
a lot of people, give them a good in- 
surance argument and sell a good vol- 
ume. Other men see but a few peo- 
ple, present carefully planned programs 
during well arranged interviews and 
sell a good volume. If either man 
changed his style or work to approxi- 
mate the other, he would fall flat.” 

The agent should determine which 
pace suits his disposition and then he 
should determine his style carefully. 
There is no use for a man to pattern 
his style after someone with success- 
ful experience who has different char- 
acteristics. The agent’s problem is to 
know himself, his strong points and his 
weak points. He wants good, honest, 
friendly counsel, with suggestions of- 
fered which can be used either in their 
entirety or adapted to his individual 
ability and style. 

Mr. Perkins criticized the viewpoint 
of “I find in my selling experience that 
this one way works best of all. No 
other system does nearly as well. You 
must use my way or you will surely 
fail.” This is not true, he said. 


Supplement Energy with 
Third Party Knowledge 


“Style,” said Mr. Perkins, “suggests 
you do a first class selling job although 
the methods may vary. Pace suggests 
you do an amount of work in which 
there is a certain level of greatest ef- 
ficiency. Common sense suggests you 
make your job as easy as possible by 
supplementing your own energy with 
the skillful use of third party knowledge 
and influence. There is no use spend- 
ing hours battering at a problem when 
a mutual friend can suggest the solu- 
tion instantly. It is only reasonable 
that an agent’s style should include 
generous amounts of assistance in the 
handling of cases because of securing 
third party influence.” 

_By adopting this technique, Mr. Per- 
kin said his men are stepping up to 
higher sales levels and cashing in on 
the improved control of pace and style. 
They are prospecting to develop busi- 
ness within their own working formula. 
He gave examples of four different 





agents, demonstrating different kinds of 
successful experience. They follow: 
“First, Seward Coffin, who produced 
$35,171 during September and leads our 
agency, retired as general agent at 65, 
in poor health, following two serious 
physical crises. After recovering from 
his last hospital experience, he went 
into personal production. His age sug- 
zested that he would have to get going 
rapidly. He was without a clientele 
and did not desire to operate in the 





door yard of other men in the agency. 
Therefore he went to the north woods 
section of the state. He spends much 
time keeping close watch over his old 
business with general agent equities. 
He first built a list of 200, later 250 and 
now 300 names which he keeps contin- 
ually revised. This list includes pros- 
pects, orphan policyholders scattered 
around, centers of influence he has come 
to know through his summers at Long 
Lake and such names of all persons 
who can assist his business during the 
next few years by buying for them- 
selves or assisting others in making a 
favorable decision. Letters, leaflets, di- 
rect mail folders and personal corre- 
spondence go out to these 300 names 
with regularity and system. He fur- 
nishes a large number of leather pol- 
icy wallets to customers. He sends a 





“Tax Econometer” Is Time Saver 








The “tax econometer” slide rule, 
developed for the Diamond Life Bulle- 
tins, published by THE NATIONAL 
UNDERWRITER, is a neat device show- 
ing the possibilities in tax savings which 
may be accomplished through gifts made 
during life. The tax econometer slide 
rule was invented by C. D. Oesterlein, 
Union Central Life, Cincinnati, in order 
to save time in interviews with wealthy 
men on the subject of tax reduction and 
tax avoidance. 

It is made of celluloid and enables a 
man to see immediately how he could 
dispose of his estate to reduce the fed- 
eral estate tax to almost any desired 
amount. The slide rule gives the amount 
of gift tax under both 1935 and 1936 
schedules and also the federal estate tax 
on estates up to $1,000,000. On an 
estate of $440,000, for example, with an 
estate tax $66,600, by manipulating the 
middle two columns which slide up and 
down in a slot, the federal estate tax 
can be reduced to $14,700 which is the 
tax upon an $170,000 estate. This 
means that he must give away $270,000, 
allowing for a gift tax of $15,600 upon a 
gift made during 1935. It is a great 
time saver. 

Commenting upon the necessity of 
dealing logically with estate and in- 
heritance taxes, Mr. Oesterlein says: 

These taxes represent the govern- 
ment’s claim to an interest in the ac- 
cumulated wealth of its citizens. On 
the day of a person’s death this interest 
becomes an equity and the government 
demands cash in settlement of its claim 
within the next 15 months. It is a con- 
tingent equity during life that should be 
reckoned with. 

Suppose you look upon it as though 
you have only a life interest in your 
possessions. That is, you may do as 
you please with the whole as long as 
you live. Your ownership ceases at 
your death and a joint ownership takes 
over your estate; namely, the govern- 
ment and your heirs. Since the govern- 
ment’s equity operates as a mortgage 
that must be paid in cash in full within 
15 months regardless of the conse- 
quences, it is sensible to make provision 
to meet payment when the obligation 
becomes due, in a manner least disturb- 
ing to your family’s interests. 


Should Set Up Sinking Fund 


Viewed in this light it is clear that 
a sinking fund of some sort should be 
set up with provision for a sufficient re- 
serve to meet all transfer charges. The 
sinking fund is merely to receive the 
cash from liquidation of that portion of 
your estate which is earmarked as not 
available to your heirs under any cir- 
cumstances. Investment should then be 
in securities which will liquidate without 
loss so that the purpose of the fund will 
be accomplished when the cash is re- 
quired. 

If these funds are invested for profit 








and you are successful, only a portion 
of the profit can possibly accrue to your 
estate. In the first place a profit will 
show as an increase in your income re- 
quiring you to pay higher surtaxes; and 
secondly any balance which would go 
to enlarge the estate forces you into 
higher estate taxes. 

Thus, on the one hand. for every dol- 

















A Tax Ecénometer . 

SIZE OF ESTATE 
ESTATE TAX 
500,000 koe o os 80,400 
490,000 78,100 
480 000 75,800 
470,000 | Reportable Tax 173.500 
460,000] Gifts 1535 Rate 171,200 
450,000] 50,000 0 468,900 
440,000 | 60,000 75 166,600 
430,000] 70,000 225 164,600 
420,000} — 80,000 450 62,600 
410,000} — 90,000 750 | 60,600 
400.000} 100,000 1,125 |58,600 
390,000] 110,000 1,650 [56,600 
380,000} 120,000 2,175 | 54,600 
370,000} 130 000 2,850 | 52,600 
360,000] 140.000 3,525 | 50,600 
350,000] 150,000 4,200 | 48,600 
340.000} 160,000 5.100 } 46,600 
330,000] 170,000 6,000 } 44,600 
320,000} 180,900 6.900 | 42,600 
310,000} 190,000 7,800 | 40,600 
300,000 | 200,000 8.700 | 38,600 
290 000} 210,000 9.690 | 36,600 
280,000} 220,000 10,500 } 34,600 
270,000} 230,000 11,400 } 32,600 
260,000} 240,000 12,300 } 30,600 
250,000] 250,000 13,200 } 28,600 
240,000} 260,000 14,400 |'26,600 
230,000} 270,000 15,600 | 24,900 
220,000} 280,000 16,800 } 23,200 
210,000} 290.000 18,000 | 21,500 
200,000} 300.000 13,200 | 19,800 
190,000} 310,000 20,400 } 18,100 
180,000} 320,000 21,600 | 16,400 
170,000} 330,000 22,800 } 14,700 
160 000] 340,000 24,000 | 13,000 
150,000] 350,000 25,200 | 11,300 
140.000] 360,000 26,400 | 9,600 
130,000} 370,000 27,600 | 8,200 
120,000} 380,000 28,800 | 6,800 
110,000} 390,000 30,000 | 5,400 
100,000} 400,000 31,200 | 4,200 
90,000} 410,000 32.400 | 3,000 
80,000 | 420,000 33,600 | 2,000 
70,000} 430,000 34,800 | 1,200 
69,000} 440,000 36,000 | 600 
50,000} 450,000 37,200 | 200 
40,900} 460,000 38,625 o 

470,000 40,050 

480,000 41,475 

490,000 42,900 

aa 500,000 44,325 e 








lar you add for the benefit of your heirs 
you must earn considerably more than 
a dollar gross, while on the other hand 
any losses incurred by attempting to 
expand your wealth is suffered entirely 
What is more, you may 


by your estate. 





special birthday card to children named 
as secondary beneficiaries on his policy- 
owners. 

“His strength lies in building a close 
personal relationship with people at 
scattered points. A potential prospect 
has to qualify for his follow-up and 
soon knows he is being worked on. 
Competing agents may approach them 
for more insurance, but they buy from 
Mr. Coffin. His pace requires little 
physical activity in the field but when 
he goes he travels long distances; his 
style provides strength among carefully 
selected and cultivated clients. 


Develops Large Group 
of Old Policyholders 


“Our second example is Clarence 
Russell. Nearly 23 years ago he started 
down in a farming community and later 
went to Troy whole-time. At first the 
company was not known in his locality 
and he had no old policyowners. A 
successful experience during the years 
has changed that situation until now 
he has a large group. As this group 
has increased, his methods have been 
modified. Today they operate largely 
among these old policyowners and leads 
from them. His business is well cov- 
ered by options and is well serviced. 
Each month he sends out 50 Estate-O- 
Graphs with his own imprint. He does 
very little advertising in other forms. 
He is‘active in Kiwanis, church and 
community life. His pace is average, 
his style is to build around centers of 
influence and endless chain contacts. He 
has the most beautiful series of inter- 
locked policyowners and contacts in our 
agency. 


Makes Large Number 
of Calls Every Week 


“John Sloan is an example of still a 
different method. He started six years 
ago in Schenectady, a town where the 
company was reasonably well known 
but where Fred Dales was still active 
and looked after his  policyowners. 
Therefore, John had little business to 
back him up. Soon after his start the 
depression came so that he has held a 
greatly reduced market in his indus- 
trial town. Pace ard not style is his 
essential. He makes over 70 calls a 
week, actually contacts about 40 of 
them to obtain about seven interviews. 
He has a good sense of spotting busi-: 
ness and does not take the time to inter- 
view if it does not look hopeful. His. 
selling ratio is favorable and he closes 
a large number of cases. Last year he 
scored consecutively for 56 weeks with 
77 cases and led our agency in paid-for 
volume and number of apps. 

“That style called for so much work 
and resulted in so many small cases! 
upon which the service requirements 

(CONTINUED ON NEXT PAGE) 








hot live long enough to complete the 
necessary conversion. 

There is really only one type of secur- 
ity that is ideally designed to meet the 
requirements of such a sinking fund, and 
that is the life insurance policy. With 
it, the burden of conversion is equally 
distributed over the entire period of 
years available, and it is a self liquidat-, 
ing investment which produces exactly 
the required amount of cash at exactly 
the right time regardless of market 
values or business conditions prevailing; 
when the cash is required. 

Since the premiums for such insur- 
ance policies represent the anticipated 
government equity in an estate, not 
available to the heirs anyway, it costs 
neither you nor your heirs anything that 
could be retained, to safeguard the 
family’s interests through adopting life 
insurance form of sinking fund reserve 
for meeting estate and inheritance taxes. 

The “tax econometer” sells for $1, 
with lower prices on quantity orders. 
Address Diamond Life Bulletins, 420 
East Fourth St., Cincinnati, O. 
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AGENTS WANTED!! 
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Vice President 
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Charleston, W. Va. 





f%. 
Ww 


Charles L. Preston, 
President 





INSURANCE 
MEN WANTING 
AN AGENCY 
IN WHICH 
THEY CAN 
MAKE MONEY 


NOW 


SHOULD 
WRITE 














VWLU1CE 
INSURANCE LOMPANY 


OMAHA, NEBRASKA 
jpehn Hp Farber 


PRESIDENT 





Recognize Individual Traits 
and Then Develop Them 


(CONT'D FROM PRECEDING PAGE) 
were enormous, that we both set a week 
to interrupt his consecutive scoring. He 
has started out to secure a modified 
change in style with fewer cases of 
larger size. At first the adjustment was 
successful. It has not been working so 
well of late. His problem is one of 
improved style to reach the larger buy- 
ers and to do it so gradually that his 
production will not be interrupted. His 
pace is fast with lots of field work; his 
style is built on the law of averages 
with increasing emphasis on larger buy- 
ers. 


Develops Sparsely Settled 
Country with Mail Aid 


“A contrasting fourth type is P. H. 
Carey. He started five years ago in the 
Catskill mountain area, where the com- 
pany had a large group of policyown- 
ers. scattered over many miles of ter- 
ritory, who were without active agents. 
He has developed a style of contacting 
by personal interview and through the 
mail. His business comes largely from 
them, their families or their centers of 
influence. His style took him into the 
confidence of his clients and he gath- 
ered in enormous quantities of money 
for single or discounted premium re- 
tirement life income business last year. 
He was our 1934 leader in first com- 
missions, The company’s change of 
style has required him to adjust his 
style. He is finding it difficult to about- 
face as fast as the company did but he 
at least knows by what methods his 
success is achieved. At first it was a 
problem, but since June he has been 
getting going on the insurance cases 
again. His pace is slow; he makes few 
calls but does lots of traveling, and he 
builds a style of intimate friendly serv- 
ice into close personal relationship. An 
unusually large percentage of calls is 
turned into contacts and interviews. He 
is active in Kiwanis, Masons, church 
and community life.” 

Must Give Careful 

Thought to Work 

The agent who wishes to develop his 
business along the pace and style for- 
mula must give careful thought to his 
work. The plan suggests certain ad- 
justments in working methods, the 
agent must study such questions as, 
“What kind of cases am I best pre- 
pared to sell? Where do I expect to 
find such prospects? What must I do 
to sell them easily? How much help 
can I obtain from third party sugges- 
tions?” 

Mr. Perkins urged agents not to copy 
the so-called standard work. “Be your- 
self, use your own individuality to the 
utmost, it is your most valuable asset. 
Think of your problems as being con- 
fined within the limits of pace and style. 
Discuss these with your general agent, 
your wife and your associates. Ask 
them such questions as: Am I a por- 
mal worker, or how do I differ from 
others? What part of my work do I 
do best of all? What part of my work 
do I do worst of all? What method 
should I change or alter most ob- 
viously? In what manner should I do 
it? How will it make necessary an ad- 
justment of other working habits? 

“We watch our dope sheets for 
changes and adherence to schedule. 
Many of you do likewise. If you do 
not, you are resisting your greatest aid. 
If you do, you will be more careful in 
your daily routine and will eliminate 
many small errors. You will notice 
yourself developing new power. To 
every man a clear voice sometimes 
speaks. Nothing splendid has ever been 
achieved except by those who dared be- 
lieve that something inside them was 
superior to circumstances.” 





D. A. Johnston, district manager Co- 
lumbian National and Provident Life & 
Accident, was honored by the central 
Detroit Kiwanis club. Mr. Johnston 
was the first president of the club, many 
years ago. 





Review of Life Insurance 


Reveals Brilliant Record 


(CONTINUED FROM PAGE 2) 
moratorium, amendments to the Muni- 
cipal Act of 1934, and a number of 
other proposals more or less affecting 
the business of life insurance. Except 
for the social security measure, about 
which the life insurance companies had 
offered no suggestions, the course and 
form of the proposals referred to felt 
the reaction and influence of the com- 
panies, and those proposals which were 
ultimately enacted into law were in 
more satisfactory form than when orig- 
inally introduced. 

Two provisions of the inheritance tax 
title of the share-the-wealth bill, as 
passed by the House, were seriously ob- 
jectionable to life insurance interests and 
were opposed at the time of the Senate 
finance committee’s hearing on the bill. 
One provided substantially that the tax 
imposed would apply in case of the re- 
ceipt by any person of proceeds of in- 
surance under policies taken out by the 
decedent upon his own life, even though 
at the time of death he did not have the 
right to change the beneficiary or have 
any legal incident of ownership. The 
other provision would have required 
every person having the possession, 
custody, or control of any property 
transferred by reason of the death of 
the decedent to deduct and pay the tax 
to the decedent’s executor. The Senate 
finance committee finally dropped the 
inheritance tax title from the bill, and 
with it the objectionable provisions re- 
ferred to. Increased levies in the estate 
tax were substituted for the proposed 
inheritance tax. 


Social Security Act 
of Great Importance 


In view of the exhaustive discussion 
that has taken place since passage of the 
social security act, only a few brief ob« 
servations on the subject are made here. 

During the past five years, an average 
of about 25,000,000 of our people have 
been in distress, or about 20 percent of 
the population. Bear in mind that 100,- 
000,000 persons have been able to take 
care of themselves under the most dis- 
tressing economic conditions the nation 
has ever experienced. The average num- 
ber of persons dependent upon govern- 
mental agencies for support for the ten- 
year period from 1920 to 1929, inclusive, 
was less than 10,000,000. Assuming that 
for the next ten-year period the average 
number will be in the neighborhood of 
15,000,000, it is not difficult to perceive 
that the great bulk of our citizens will 
continue to provide for themselves and 
their dependents through the facilities 
and service of life insurance, an Amer- 
ican institution established for the pro- 
tection and security of the individual 
provider and his dependents. 





Summary of 1935 
Indicates Bright Future 


Summing up the developments of the 
year now closing, there are manifesta- 
tions on many sides that_times are bet- 
ter and that the general improvement 
in business now prevailing will be more 
marked as we go into the new year. Be- 
sides, numerous factors adverse to im- 
provement have been definitely over- 
come. The path to prosperity lies ahead, 
and the course is to the right. Specific- 
ally, as to life insurance, the new volume 
is splendid and the improved persistency 
of the old is encouraging, while total 
assets are greater than ever before. 
Moreover, there is abundant evidence 
that the public has an abiding faith and 
confidence in the institution of life in- 
surance and its benign and protective 
service. The future of life insurance is 
brighter and more secure than it has 
been at any time in its century-old his- 
tory. 


Colonial Life’s Promotions 


The Colonial Life of Jersey City has 
promoted J. Lowey manager North 
Hudson, N. J. W. J. Henry has been 
promoted similarly at York, Pa. 
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WHY NOT IT? 
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®By Russell P. Thierbach 


formerly Agent, then Agency Production 
Manager, and since 1929 Assistant 
Director of Agencies, Northwestern 
Mutual Life Insurance Company 


the Agency Field Force of the Northwestern 

Mutual, began the research of which ‘Why 
Not Try It?” is the result. For six years—1929-1935—the re- 
search has continued. The Diamond Life Bulletins pub- 
lished a preliminary record in 1931 entitled ‘Increasing 
Agency Production by Time and Credit Control”. 

“Why Not Try It?” is the only report published of the 
most extensive time control experiments ever made. 

Here is a survey costing thousands of dollars, covering 
the work habits of hundreds of men for 6 years, plus 
definite recommendations by the author and testimonials 
from Agents who have succeeded through following 
these recommendations. 


|: 1929 Russell Thierbach, in cooperation with 


The Ideal Christmas Gift 


To Any Life Insurance Man 

Recruiting: This is a perfect book to place before the 
incoming Agent. It tells him precisely what the job is— 
how other men have handled it—how many calls and inter- 
views are necessary on the average for any given number 
of sales. It gives him a ready-made Plan of operation. 
Finally, it proves that we are now in the “golden era of Life 
Insurance’’—that the future is bright for those who have 
energy and proper work-habits. 


Motivation: Here is material for many 


meetings or conferences. ‘Why Not Try It?’ : Shee ca a mal ant is RN rage” Comet hae 1 
, : . Send me......... i WHY ? i | 
is a gold mine for Managers, Supervisors or | wines cae pei pee ven er ere eee eee 
District Agents who would stimulate estab- | It is understood that I may return any or all copies within 10 days | 
; ; | and have my money promptly refunded. | 
lished Underwriters. Examples: (1) How does l [[] Check Enclosed [1] Charge My Account 
the money value of an interview vary as gen- | | 
‘ ‘ ‘ , Ns kis os say beady ea Bk eae ee aks i irackeuksensaeuuees 

eral business varies? (2) What is the relative — _ | 
wien al first, second and third interviews? l RE PONE aD epee Tr Biipaats = os pap tomatoe a et 
(3) During what 60 days is VA of all business | i oo ak ene hs va eke eens la eh hee eee | 
written? (4) Is your Prospect Inventory gain- l I io ose. whe Sate eee ae 6 Pe oe ee cana son l 
. . | THE DIAMOND LIFE BULLETINS | 
ing or losing? (5) What are the two most eal tain tueamana Giasinn aie : 
certain methods of increasing your volume? re oe rem a i ae | 
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“Why Not Try It?” was written by a former Agent, about 
Agents, for Agents. Many Companies and many Agencies 
have for 3 years used Mr. Thierbach’s preliminary report as 
the basis for their field operations. Here is the whole story — 
time control as applied to Prospecting, to Presentation, to Record 
Keeping, to Mental Attitude. 


Northwestern Mutual Men 


If you wish Mr. Thierbach to autograph your first edition 
copy, please so request when ordering. 





THE “SPARK” AND “FRAMEWORK” OF A WORKING PLAN 


Life Insurance salesmen who have improved the effectiveness of their 


work through the use of Direct Mail have invariably used this tool in 
conjunction with a sales plan that worked for them. 


The Northwestern Mutual’s new Duplex Prospecting Plan, built 
around an unique set of Direct Mail letters, was recently released to 
its agency force as the capstone to a complete set of selling equip- 
ment, which already included spotlight prospect cards, a Sales Builder 
for guidance and record, booklets, and presentation forms. 


This Direct Mail material, designed for specific ‘‘need”’ selling, acts 
as the ‘‘spark”’ as well as the ‘‘framework’”’ of the salesman’s working 
plan, enhancing the scope and the usefulness of all the necessary 
supporting materials already in the possession of the Northwestern 


Mutual salesman. 
_. The 
Northwestern 
Mutual 


LIFE INSURANCE COMPANY 


The assets of the Northwestern Mutual, as reported to state insurance departments, now total a 
million dollars—a great estate administered for the mutual welfare and protection of more 
than 600,000 policyholders with over three and one-half billions of insurance in force. 











